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The Trusteeship 
of the 
Life Insurance Company | 


ILLIONS of dollars are invested annually 

in life insurance protection. Thousands 
of families are dependent upon its safety for 
their support. Every life insurance company is 
a trustee for its policyholders. 


Safety is a cardinal principal with The Great- 
West Life—the safety not only of governmental 
safeguards and restrictions, but the safety that 
comes from sound, continuous conservatism in 
every aspect of its business. 


The Company’s ledger assets are safely diversi- 


fied in— 





ONS oy icc nconwersseseeecaedsaeeas 17.68% 
es ocx cenwansecewnseneveees 22.06% 
Municipal State and County Bonds............. 13.51% 
Canadian Government Bonds................+++ 6.24% 
Railroad Bonds and Stocks. .............ss0005 01% 
Public Utilities, Bonds and Stocks............. 3.04% 
Other Bonds, Stocks and Debentures........... 11.73% 
(Common stocks amount to only 49%) 

Policy Loans and Premium Notes.............. 22.71% 
Real Estate (Includes Home Office Building)... 2.06% 
DE (ch dn eg eeeaeneeeae wah soewks Gas wedaebaes 91% 
TINY oi oc cae dua a ees benee ceena cen 05% 

100.00 % 


Year after year Great-West Life investments 
have been revalued and all doubtful assets 
rigorously written down. In 1932, out of earn- 
ings over and above the amounts required for 
profits to policyholders and dividends to share- 
holders, $2,000,000 was appropriated to write 
down ledger and other assets, $500,000 added to 
Contingency Reserve and the balance of 
$295,269 went to increase the Surplus. These 
two items of policyholders’ protection now total 
$5,130,504. In addition, this year there was a 
general increase in profits to policyholders. 


The Company operates in the States of Michi- 
gan, Illinois, Minnesota, North Dakota and 
Washington and in Canada. 


tHE GREAT-WEST LIFE 


ASSURANCE COMPANY 


Head Office 
WINNIPEG—CANADA 
Business-in-force over ................ $580,000,000 
NE Le eT Re: ee 135,000,000 
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Facts and Figures 
for the 


First Four Months 
of 1933 


+ 











Ledger assets of the New York Life Insur- 
ance Company increased by $19,484,- 
121 during the first four months of 1933. 
Total income amounted to $125,683,055 
while disbursements aggregated $106,- 
198,934, including $85,197,113 paid to 
policyholders. 











New investments of $15,678,073 were made 
during the four months’ period. 


Cash on hand and in banks on April 30 
amounted to $34,178,905, an increase of 
$6,925,927 over the amount as of De- 
cember 31, 1932. 


Dividends paid to policyholders since the 
Company was founded in 1845 passed 
the billion dollar mark. 


The New York Life agent is backed by a 
long-established mutual company combin- 
ing conservative financial methods with ag- 
gressive sales assistance to the men in the 


field. 
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Mortality Is Found 
Same As in 1932 


Influenza Deaths Early This Year 
Offset by General Favorable 
Death Rate 


RECENT ISSUES BETTER 


Tightened Underwriting and Stricter In- 
spections and Investigations Are 
Factors in Improvement 


NEW YORK, June 21.—Mortality ex- 
perience among life companies for the 
first five months of this year has been 
roughly the same as for last year, in- 
quiry among underwriters indicates. 
Suicides are continuing in about the 
same number as in 1932 but the average 
policy on suicides is somewhat less. 
Since mortality is based on the dollar 
volume of claims, this represents an im- 
proved mortality on suicides. 

The slight influenza epidemic during 
January and February pushed the mor- 
tality up for the first part of the year, 
but the very favorable death rate among 
policyholders since then has compen- 
sated for the increase, bringing the ex- 
perience for the year to date doWn to 
the 1932 average. However, while it 


is reassuring to know that mortality he 
the 


not getting progressively worse, 
1932 figure, for most companies, was 
not a source of satisfaction. 
Recent Issues Are Better 
One encouraging sign is the rela- 


tively good mortality on recent issues, 
that is on business written since the de- 
pression and since underwriters began 
to tighten up sharply on large risks and 
others where there might be danger of 
overinsurance. 

Much of the present unfavorable mor- 
tality can be traced to policies issued 
in 1927 and the years immediately pre- 
ceding and following. It was then that 
the jumbo risk business reached its 
heights and before it began to appear 
that an unusual number of cases would 
go sour. Companies generally were un- 
suspecting, and unprepared for the tre- 
mendous adverse selection which later 
proved to be a characteristic of many 
of these cases. 

Much credit for the improvement on 
business issued since the period of lib- 
eral underwriting #s attributed to the 
work of inspection agencies and the in- 
creased appreciation of the necessity of 
a thorough investigation where a policy 
of any magnitude is involved. When 
companies had been paying around $2 
for the usual inspection report, it re- 
quired a considerable change in atti- 
tude to pay out from $10 to $25 for a 
more detailed investigation, but results 
have indicated that an adequate investi- 
gation is an investment which pays divi- 
dends over a long period. 

Another result of the bad reaction to 
the liberal underwriting policies of the 
boom period has been a greater firm- 








Three Companies Announce 
Increase in Annuity Rates 


GO INTO EFFECT IN JULY 


Equitable of New York, Mutual Life 
and New York Life Take 
Action 


NEW YORK, June 22.—The Equit- 
able Life of New York, the Mutual Life 
of New York and the New York Life 
have sent announcements to their field 
forces that they will increase annuity 
rates effective in the case of the first 
two companies on July 6 and for the 
Mutual on July 1. Settlements under 
applications made before those dates 
must be made in the case of the New 
York Life and Equitable by July 17, 
and July 10 for the Mutual Life. 

The announcement from the Mutual 
Life states that the rate increase will be 
approximately 7 to 8 percent. The 
Equitable’s announcement states that 
the rate of return at age 60 will be 6 
percent less than at present. 

Metropolitan and Prudential to Act 


other an- 
expected 


Announcements from many 
nuity-writing companies are 
shortly. 

It is expected that rate changes will 
be announced by the Metropolitan and 
Prudential shortly, bringing the rates 
for the five largest companies to a uni- 
form level. Rates will be identical ex- 
cept for a slight variation in the case 
of the Prudential, due to that com- 
pany’s calculating rates to the nearest 
dollar rather than to the nearest 10 
cents, as in the case of the others. 

Important Step in Cooperation 


The Equitable, Mutual Life and New 
York Life have had identical rates for 
some time, but the bringing together 
of the five leading companies in their 
annuity rates as well as others who 
have yet to announce their new rates, 
is regarded as a most important step 
in inter-company cooperation. 

Retirement annuities are excepted 
from the increase, as are survivorship 
and deferred survivorship annuities. The 
rates for these forms are regarded as 
adequate. 


Insurance Is Not Affected 
by Industrial Recovery Act 





Insurance companies are not affected 
by the industrial recovery act passed by 
Congress imposing a tax on dividends 
to individuals and foreign corporations, 
and also a capital stock tax and excess 
profits tax, it was stated this week by 
an insurance legal authority. The only 
obligation under the act which falls on 
the insurance companies is that they 
must withhold 5 percent of dividends 
paid to persons other than domestic cor- 
porations, as a means of guaranteeing 
that such individuals will pay the tax. 


ness on the part of companies in resist- 
ing agency pressure. There are some, 
especially among agents, who believe 
that the pendulum kas swung needlessly 
far in the direction of strictness. 





Walter T. Shepard Retiring 


From an Executive Position 
HE WILL GO TO LOS ANGELES 


Lincoln National Life Agency Execu- 
tive to Take General Agency 
of the Company 


Retirement from his post of vice- 
president of the Lincoln National Life 
has been announced by Walter T. 
Shepard. After more than a quarter of 
a century of work in the home office, 
he retires to take over the manage- 
ment of a general agency of the com- 
pany in Los Angeles. His residence on 
the west coast, necessitating his re- 
signation from the duties of vice-presi- 
dent, has been advised because of ill 
health. 


Dern Will Be Successor 

A. L. Dern, elected a vice-president 
at the last annual meeting, will assume 
the duties which Mr. Shepard relin- 
quishes—vice-president ,in charge of 
agencies. Mr. Dern has been associ- 
ated with Mr. Shepard in the manage- 
ment of Lincoln National Life agency 
business since 1917. 

Before his retirement, Mr. Shepard 
acted as manager of agencies in the 
position of vice-president, directing the 
field activities of the Lincoln National 
Life. He was advised to take a va- 
cation from his duties several years 
ago, but refused to do so. In 1932, his 
health suffered such a decline that he 
was forced to take a leave of absence 
from his post. After his return, Mr. 
Shepard's physicians continued to stress 
the move to a different climate as a 
measure of safeguarding his health. 

Mr. Shepard went to the Lincoln Na- 
tional Life in 1908 as assistant superin- 
tendent of agencies. Later he held the 
posts of superintendent of agencies, 
manager of agencies, vice-president, 
member of the board of directors, and 
member of the executive committee. 
Mr. Shepard has seen and aided in the 
growth of his company from a small, 
struggling, unknown mid-western or- 
ganization with $3,000,000 of insurance 
in force to a sturdy, large, progressive 
institution with more than $800,000,000 
of insurance in force and more than 
$90,000,000 of assets. He has directed 
a field force that grew from three men 
in 1908 to over 1200 in 193, 

The officials of the Lincoln National 
tendered Mr. Shepard a farewell party. 
He expects to go to Caifornia about 
the middle of July. 


U. S. Chamber Directors Meet 


The directors of the United States 





| kindred 


Chamber of Commerce are meeting this | 


week in Washington, the first since the 


annual meeting. 


The two insurance di- 


rectors, President Justin Peters of the 
Pennsylvania Lumbermen’s Fire of | 
Philadelphia and Western Manager J. 


C. Harding of the Springfield Fire & 
Marine at Chicago, are present. Mr. 
Peters is now chairman of the insur- 
ance advisory committee of the U. S. 
Chamber and Mr. 
man. 


Business Needs 
Insurance Boom 


C. F. Williams Shows How In- 
surance Operations Promote 
Trade 


MAKES RADIO ADDRESS 


Before Pushing Forward, Insurance 


Executives Must Know Condition 
of Money and Bond Market 


The importance to business and to 
the public of whether insurance pushes 
for additional business or follows a pol- 
icy of retrenchment was pointed out by 
C. F. Williams, president of the West- 
ern & Southern Life, in an address over 
radio station WLW in Cincinnati. 

Insurance would go aggressively for- 
ward, he said, if it knew the condition 
of the money and bond market today 
the same as any other business knows 
its raw products. Unfortunately, he 
added, the country seems to be headed 
in so many different directions at once 
that it is difficult for insurance execu- 
tives to decide on a definite program. 
Mr. Williams said that his company has 
much cash in banks, uninvested, which 
cannot be invested until the executives 
know what is to be the contents of the 
dollar and how it is to be stabilized and 
until they know more about future tax 
action. 

Many Insurance Employes 


Mr. Williams cited some facts on the 
relation of insurance to business to 
illustrate why the business of life insur- 
ance should not be disturbed but should 
be encouraged to go forward. For in- 
stance, more than 2,000,000 persons are 
directly employed in insurance, there 
being 550,000 in the life insurance busi- 
ness and the rest in other lines. Ag- 
gressive action on the part of life com- 
panies means to the government more 
money in taxes and in its postage. Mr. 
Williams said no business in the country 
uses as much first-class mail as the in- 
surance companies. Life insurance has 
more than 120 million policies in force 
and over one-half the owners of these 
policies must receive notices from two 
to four times a year. Millions of poli- 
cies are mailed first-class every year. 

Insurance requires more printing and 
makes more use of the printing press 
and of lithographing, engraving and 
arts than any other business. 
No other business consumes as much 
better grade paper as insurance. 

The manufacturers of mechanical of- 
fice devices sell more to the insurance 
business than to any other. The rental 
situation is greatly affected by money 
advanced for the erection of buildings. 
Thousands of offices in excess of any 


| other business are rented directly by in- 


Harding vice-chair- | 


surance companies for their own use. 
Public utilities and_ railroads 
(CONTINUED ON LAST PAGE) 
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Shows Profit from 





UNDERWRITER 





Line as Compared with Life 





At the sales congress held in connec- 
tion with the annual meeting of the Na- 
tional Association of Accident & Health 
Managers in Pittsburgh, E. H. Mueller, 
Pacific Mutual Life, Milwaukee, retiring 
president, presented some interesting 
figures as to the profit in accident and 
health insurance for the agent, particu- 
larly as compared with life insurance. 
He declared that if a man will work as 
hard as he does in the production of life 
insurance, he can make twice as much 
in selling accident and health. The fig- 
ures which he displayed on a blackboard 
showed that if a man will produce $5,200 
in accident and health premiums a year, 
or $100 per week, his first year commis- 
sion will be $1,300. Allowing for 15 
percent lapses, his renewals will bring 
his income the second year to $2,425, 
the fifth year $5,275, the tenth, $8,500 
and 15th, $10,000. If an agent writes 
$100,000 of life insurance, which re- 
quires about the same effort, he will re- 
ceive $1,500 in commissions the first 
year, but at the end of the fifth year, due 
to the smaller renewals, his income will 
be only $2,100. , 

W. D. Mead, Pacific Mutual, Seattle, 
speaking at that session on “Should 
This Business Attract Young Men and 
Why?” outlined some of the possibilities 
of accident and health insurance as a 
career, stressing the capital value of 
renewals, as had Mr. Mueller, as “the 
sweetest income today in America. 

In emphasizing the possibilities of the 
accident and health insurance field, he 
called attention to the fact that accident 
and health premiums in the United 
States in 1932 were less than % of 1 
per cent of the national income, or if 
the disability premiums collected by life 
companies were included, less than 4% 
of 1 percent, as against 8 percent paid 
for life insurance last year. 

Factors in Self-Promotion 


C. G. Schillerstrom, Washington Na- 
tional, Pittsburgh, speaking on “Self- 
Promotion,” said that the three chief 
factors in putting a man forward to 
success are (1) the inner urge “that 
compels you to keep on regardless of 
what you are up against,” (2) knowledge 
of the business, quoting the biblical in- 
junction: “Study to show yourself a 
workman that need not be ashamed,” 
and (3) act naturally—‘don’t put on a 
stiff shirt attitude.” 

At the open forum which concluded 
this session, Armand Sommer, Conti- 
nental Casualty, Chicago; G. H. Knight, 
Federal Life & Casualty, Cleveland; W. 
M. Ivey, Monarch Life, Pittsburgh, and 
S. S. Ridgeley, Hooper-Holmes Bureau, 
Baltimore, were called upon for specific 
sales ideas and all gave good sugges- 
tions along that line. 

H. A. Cunnington, Aetna Life, Cleve- 
land, spoke at the congress session Fri- 
day evening on “Knowledge Plus En- 
thusiasm,” classing those two factors as 
essential to the salesmen’s success, and 





Kidnaped St. Paul Brewer 
Carries Million on Life 





ST. PAUL, MINN. June 22.— 
Several life companies were saved 
close to $1,000,000 by the release 
and safe return of William Hamm, 
millionaire brewer kidnaped here. 
In their first note to the family 
and business associates of Mr. 
Hamm, the kidnapers threatened 
to take his life if the ransom de- 
mand was not met. Two years 
ago Mr. Hamm took out life insur- 
ance believed to total about 
$1,000,000. The insurance was 
placed among several companies. 














showing how they may be developed 
and applied. 

James FE. Dowell, Provident Life & 
Accident, whose assigned subject was 
“Sales Ideas That Click,” compared the 
selling methods of several successful 
producers that had come under his ob- 
servation, showing that there is no 
formula that will prove successful in 
every case. Every salesman has to de- 
velop his own sales plan according to 
his own personality, type and class of 
business solicited and other factors, but 
should adapt whatever points he can 
from any plan that comes to his atten- 
tion. 


Compared With Life Underwriters 


Speaking at another session, Mr. Mead 
outlined the possibilities of the man- 
agers’ association by a comparison with 
the National Association of Life Under- 
writers and said that the growth of the 
latter association was due more than 
anything else to the adoption of the 
sales congress idea, which is now being 
introduced by accident and health clubs 
in many cities. He told of the work of 
the Seattle Life Underwriters Associa- 
tion, of which he is a former president, 
particularly in connection with the rais- 
ing of an endowment fund for the chil- 
dren’s hospital in that city, which he 
said definitely put that association on 
the map. 

Valuable sales and agency manage- 
ment suggestions were presented at the 
different sessions by C. W. Elton, Con- 
necticut General Life, Pittsburgh; W. 
M. Ivey, Monarch Life, Pittsburgh; G. 
H. Knight, Federal Life & Casualty, 
Cleveland; C. B. Horton, Standard Life, 
Pittsburgh; I. L. Close, Provident Life 
& Accident, Pittsburgh. 

At the business session of the man- 
agers’ association, these officers were 
elected: President, C. G. Schillerstrom, 
Washington National, Pittsburgh; first 
vice-president, W. B. Mead, Pacific Mu- 
tual, Seattle; second vice-president, H. 
A. Cunnington, Aetna Life, Cleveland; 
third vice-president, W. O. Ilgenfritz, 
Employers Liability, Philadelphia. Presi- 
dent Schillerstrom appointed James E. 
Powell, Provident Life & Accident, 
Chattanooga, as secretary of the na- 
tional association. 





Committee Named to Select 
Slate for National C. L. U. 


Gerard S. Brown of the Patterson 
agency of the Penn Mutual in Chicago 
is chairman of the nominating commit- 
tee of the national C. L. U. chapter, 
appointed by President W. P. Stedman, 
National of Vermont, Baltimore. The 
other members are W. R. Furey, Berk- 
shire Life, Pittsburgh, and N. J. Gold- 
smith, Equitable of New York, San 
Francisco. The slate will be prepared 
in about a month when a mail vote will 
be taken, the result to be announced at 
the annual C. L. U. meeting at Chicago 
in September. 

Leading C. L. U. men report that it 
is very evident a larger proportion of 
candidates for C. L. U. degree who took 
the examination this month will pass 
than ever before. This is ascribed to 
the fact that examinations may be taken 
in sections. 

It has become apparent that the sec- 
tion on economics and fundamentals of 
life insurance is perhaps the most diffi- 
cult for experienced life agents due to 
the fact that they assume they know 
and are up on this subject. Heretofore 
the experienced men have concentrated 
on the other more general subjects and 
many have fallen down on life insurance 
fundamentals. C. L. U. men state can- 
didates prepared much more carefully 
for the examinations than ever before. 








New Vice-Chairman of 
A. L. C. Medical Group 














E. DANIEL 


DR. JOE 


Dr. Joe E. Daniel, who was elected 
vice-chairman of the medical section of 
the American Life Convention at its an- 
nual meeting in Chicago, is medical di- 
rector of the Great Southern Life of 
Houston, Tex. Dr. Daniel formerly 
practiced general medicine and surgery 
in Wichita Falls, Tex., where he was 
also connected with the Wichita South- 
ern Life until 1911, when that company 
was taken over by the Great Southern 
Life, and has been full time medical 
director of that company since 1922. 





Signed by the President 


WASHINGTON, D. C., June 
Legislation permitting the Reconstruc- 
tion Finance Corporation to purchase 
preferred stock or debentures of insur- 
ance companies was signed by Presi- 
dent Roosevelt following the adjourn- 
ment of Congress last week. The meas- 
ure as finally enacted was unchanged 
from the conference committee draft, 
limiting relief to companies paying only 
“reasonable compensation.” A limit of 
$50,000,000 is placed upon the amount 
which the corporation may have out- 
standing at any time. 


Fry Relieved of Liability 
in Stock Purchase Action 


R. F. Fry, president of the Old Line 
Life of Milwaukee, has been relieved 
of liability, under a decision of the Wis- 
consin supreme court, for about $1,000,- 
000 on a stock subscription made by 


— 
wwe 





him in 1920. Action against Mr. Fry 
was brought by the receiver of the 
American Founders Securities Com- 


pany, of which Mr. Fry was formerly 
president. 

In 1926, the Wisconsin Securities 
Commission revoked the permit of the 


American Founders Company to sell 
stock. Thereupon the _ stockholders 
canceled Mr. Fry’s subscription con- 
tract. The company was solvent and 


all who were then creditors have been 
paid. <A receiver was appointed later 
and he brought suit to hold Mr. Fry 
liable. Mr. Fry admitted subscribing 
to the stock but claimed the contract 
made him liable only for the stock he 
sold and that most of this stock re- 
mained unsold when the permit to sell 


the stock was revoked. 
A. M. Burton, president Life & Cas- 
ualty of Nashville, spoke at a district 


agents’ meeting in Madisonville, Ky. 
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Kemper Withdraws 


Illinois Life Offer 


Bidding Again Is Thrown Open 
After Six Months of 
Receivership 


HITCH IS R. F. C. LOAN 


Possibility of Liquidation Looms as 
Second Company Quits in 
Race for Reinsurance 


The bid of the Associated Mutuals 
of Boston, an affiliate of the James S. 


Kemper fleet of Chicago, to reinsure 
the Illinois Life, was withdrawn last 
Friday and _ negotiations terminated. 


The advisory board of three attorneys 
appointed by Federal Judge Wilkerson 
of Chicago, before whom the Illinois 
Life case has appeared during the last 
six months, immediately started action 
to secure additional reinsurance 
or formulate some plan to ward off 
liquidation which threatens. 

The possibility of liquidation appears 
much closer this week. There are a 
number of bids on file, made months 
ago. However, it is feared there will be 
few companies with sufficient temerity 
to make an offer in view of withdrawal 
of the Associated Mutuals’ offer, fol- 
lowing by some months withdrawal of 
the bid of the Lincoln National Life, and 
especially in view of the strong pros- 
pect of acquiring a great deal of litiga- 
tion. There is also some _ question 
whether those who made the bids on 
file would be willing to continue them 
without changes. 

Additional $500,000 Asked 


offers 


The action of the Kemper interests 
was brought about finally by decision 
of the Reconstruction Finance Corpora- 
tion not to grant a loan on Illinois Life 
assets to the Kemper group unless at 
least $500,000 capital stock were put up 
in the liquidating agency proposed to 
handle Illinois Life assets. This would 
be in addition to the $1,250,000 capital 
and surplus required in the Mutual 
Protection Life, the new company 
formed for the purpose of reinsurance. 

The total cash requirement was 
deemed burdensome by the Kemper in- 
terests, which stated they did not feel 
they could accéde to all of the re- 
quirements made by Judge Wilkerson 
an order criticizing the proposed con- 
tract. It was also stated that in spite 
of the “exceptional perception of both 
practical and legal problems involved” 
on the part of Judge Wilkerson and 
Receiver Abel Davis, the method ot 
drawing up the reinsurance contract 
was almost impossibly difficult. 

Kemper Group’s Statement 


which 


“There are many changes 
could be made which would tend to 
make the contract theoretically more 


perfect and which would appear to be 
to the best interests of the policyhold- 
ers of the Illinois Life,” the statement 
went on, “but which practically would 
make the successful achievement of the 
program of reconstruction more difh- 
cult and less effective. 

“The rehabilitation of the !! 
Life in view of the circumstances lead- 


inois 


ing to its receivership has at al! times 
been recognized by us as a task requir- 
ing unlimited energy, enthusiasm and 
ability. The necessity of forming r 
contract in open court has not mitigated 
the inherent difficulty of that task 

tor s vera! 


There have been rumors 
weeks that Mr. Kemper and his 
terests have been much concerned ' 

(CONTINUED ON PAGE *%) 
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June 23, 1933 
Union National 
Now Taken Over 





Lincoln National Life Reinsures 
the Defunct Dayton, Ohio, 
Company 





CHIEF FEATURES GIVEN 





Five Year Term Policies Issued—Ad- 
justment to Permanent Form to 
Be Made at Expiration 





Approval has been given by West 
Virginia, Ohio and Indiana to the re- 
insurance of the defunct Union National 
Life of Ohio, which had executive offices 
at Charleston, W. Va., by the Lincoln 
National Life under an unusual plan. 
Policies that were in force May 9, ex- 
cept group, annuity and contracts sup- 
plementary to matured policies and ex- 
cept. policyholders having approved 
claims for disability, will be replaced by 
five year non-convertible and non-re- 
newable term policies in the Lincoln 
National, without evidence of insurabil- 
ity. 

‘Only the net retention of the Union 
National will be thus replaced if the 
reinsuring company refuses to continue 
reinsurance on particular policies. 


At Attained Age 


The policies will be issued at the in- 
sured’s attained age at date of issue and 
the net premium shall be the net level 
premium computed on the American ex- 
perience table with 3% percent interest 
or in the case of substandard risks, upon 
a multiple of that table in accordance 
with the rating effective under the 
Union National policy on May 9. To 
the net premium there is added $2 per 
thousand loading, plus 10 percent of the 
gross premium. In addition the Lincoln 
National will be paid 50 cents per thou- 
sand on Union National business in 
force May 9, group insurance excepted, 
the payment.to be made from the liqui- 
dated assets ‘as such funds are available 
after payment of existing unpaid death 
claims. 

The new policies will be credited with 
their proportionate share of all mortality 
and interest profits. The amount so 
credited shall be accumulated until the 
expiration of the policy or until it is 
terminated at which time the amount 
so credited and accumulated shall be 
used in the purchase of permanent in- 
surance. 

The new policies shall terminate on 
their anniversaries immediately follow- 
ing the completion of liquidation of as- 
sets of the Union National and their 
transfer to the Lincoln National. 


Double Indemnity 


Double indemnity benefits will be 
continued but income disability will be 
reduced to waiver of premium. 

In addition to the face of the term 
policy, in the event of death, the bene- 
ficiary will be paid a portion of the liqui- 
dated assets of the Union National ap- 
portioned to the policy when this pav- 
ment has been received by the Lincoln 
National for distribution. 

At the expiration of the five year term 
or at the end of the policy year follow- 
ing the completion of the liquidation of 
assets of the Union National, whichever 
irst occurs, the Lincoln National will, 
without requiring evidence of insurabil- 
ity, offer to each continuing policy- 
holder, a permanent form of annual pre- 
mium insurance, term insurance ex- 
cepted. This insurance shall be on the 

(CONTINUED ON LAST PAGE) 





LIFE 


Business Rejuvenation Is 


Seen Definitely by Davis 





OPTIMISM CLEARLY APPARENT 





Penn Mutual Vice-president Stresses 
Need for Return to Fundamentals; 
Better Selling 





There is a definite upturn in optimism 
and in general business throughout the 
country which has developed firmly in 
the last two weeks, Frank H. Davis, 
agency vice-president of the Penn Mu- 
tual. reports. 

Mr. Davis said he believes life insur- 
ance will come back as fast as any other 
business in the country and perhaps 
faster than others, provided life agents 
put in the necessary effort. 


Concentrate on Fundamentals 


He said he believes the way to sell 
now is in the simplest terms possible 
in order to explain the service life in- 
surance renders. Regardless of the 
moratorium on policy loans and the ac- 
companying doubt in the public mind 
about the financial position of some life 
companies, the great mass of people 
have a tremendous respect for the in, 
stitution. People are just coming into 
a full appreciation of life insurance, its 
security and the service it gives. It is 
becoming more generally known that 
the vast bulk of the companies show a 
substantial income over disbursements. 

Protection should be the predominat- 
ing note in every agent's sales plan, Mr. 
Davis said. Prospecting must be more 
intelligently done today than ever be- 
fore, he believes. It is the most impor- 
tant job which the agent has to do. 
During the period of regeneration of 
business and individual and corporate 
finances in this country, the most diffi- 
cult task for the agent will be that of 
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Goes to Coast 














WALTER T. SHEPARD 


Vice-President Walter T. Shepard of 
the Lincoln National Life, who has held 
his position at the home office in Ft. 
Wayne, Ind., for 25 years, relinquishes 
executive duties to go to Los Angeles to 
take the management of a_ general 
agency of the company there. 


finding prospects with money with 
which to buy life insurance. 

Yet Mr. Davis believes there is a great 
demand for selling ability in the life in- 
surance field. He is not opposed to the 
growth of the higher education move- 
ment in life insurance but believes the 
information gained by stutly should be 
used in a common sense way and ap- 

(CONTINUED ON PAGE 7) 








insurance. 
a son. 
lege. 

settled on him. 





000 on the boy’s life. 





| 
| Independence Square 


From Highroad to Byroad 


The Agent had thoroughly analyzed the 
situation with regard to this wealthy Phila- 
delphian’s present circumstances and to pos- 
sibilities after his death for his family and his 
estate. Yet the prospect could not be made 
to see that he had any vital need for life 
But the analyst knew that he had 

The son is 18, and this year enters col- 
A trust income to begin at 21, had been 


The suggestion that later the son, inher- 
iting from the father, would need protection 
_ for his own then large estate appealed to the 
| father’s business sense. 
| The father will pay the 

premiums until the son reaches age 21. There- 
| after the trust income will pay them. 
was resourcefulness which turned to another 
byroad when the highroad was blocked. 
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THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 
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‘Pennsylvania Men 
at Atlantic City 


Actuary George R. White of Penn 
Mutual Discusses Moratorium 
Situation 


MUST CONSIDER FUTURE 


President King of Hooper-Holmes 


Reminisces—Beyer Named President, 
Scott, First Vice-President 


By R. B. MITCHELL 

ATLANTIC CITY, N. J., June 22.— 
The discussion of legislative and insur- 
ance commissioners’ regulations on loan 
and cash surrender values by George R. 
White, actuary Penn Mutual Life, was 
the high spot of the life program at 
Pennsylvania Insurance Day here. He 
outlined the history of the moratorium 
since March 9, when Commissioner Van 
Schaick of New York the first 
regulation. The abnormal burden of the 


issued 


bank holiday justified restrictions, said 
Mr. White, but there is a legal question 
which has not yet been settled as to 
whether the commissioners, even pro- 
ceeding under the enabling acts, have 
constitutional rights to forbid the com- 


panies to make payments under the 
contractual rights in the policies. 
Must Consider Safeguards 

“After going through this experi- 


ence,” said Mr. White, “the companies 
must now consider how to guard against 
such a situation if it should again occur 
and the question of the amount of cash 
and loan value allowed under our pres- 
ent day policies arises. 

“Many actuaries believe there should 
be a substantial increase in surrender 
charges and there is no logical argument 
against it in the early years of the pol- 
icy. On the other hand,” said Mr. 
White, “level premium life insurance 
consists of an element of saving as well 
as insurance protection. The insuring 
public has been educated as to this fact, 
particularly in the last two decades 
which have seen the greatest develop- 
ment of life insurance. A very large 
part of this development has been due 
to instilling in the public mind the in 
vestment idea. To limit cash values too 
drastically might result in a serious fall- 
ing off of new insurance. In fact, it 
might result in a trend away from per- 
manent level premium insurance to- 
wards impermanent term insurance. 
This would be most unfortunate and the 
agent would be one of the parties not 
least affected.” 

Legislation In Reviewed 


The past legislative session was re- 
viewed by H. W. Teamer, secretary- 
manager of the Pennsylvania Insurance 
Federation. In his “Reminiscences of the 
Building of Insurance,” President John 
J. King of the Hooper-Holmes Bureau 
read the pessimistic report of the com- 
missioner of labor in 1886 when condi- 
tions were similar to those of today. 
Mr. King said that situation was over- 
come and the country had progressed 
markedly since that time. This is an 
ilustration, he said, of how foolish it is 
to take a short sighted attitude toward 
the future. 

An industrial accident and health 
round table conference was held spon- 
sored by the Philadelphia Health & 
Accident Alliance. At the annual ban- 
quet Lowell Thomas, lecturer and news- 
paper man, spoke. 

Alvin D. Beyer of 
elected president of 





Norristown was 
the Pennsylvania 
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federation and Herman G. Scott, vice- 
president and secretary of the Reliance 
Life, was named first vice-president. 
Frank D. Buser, home office general 
agent Fidelity Mutual Life, was elected 
a vice-president and William H. Kings- 
ley, vice-president Penn Mutual Life, 
was reelected a director and chairman 
of the executive committee. Robert 
Dechert, counsel Penn Mutual Life, and 
William M. Furey, Pittsburgh general 
agent Berkshire Life, were elected di- 
rectors. 


L. C. Clarke, Silverton, O., agency su- 
pervisor John Hancock Mutual Life, was 
drowned last week in the Ohio river. 





Tobin Issues Warning in 
Changing the Restrictions 





Superintendent Tobin of Tennessee 
has issued new life insurance emergency 
regulations in his state, following word 
for word the model recommended by the 
insurance commissioners at their last 
meeting in Chicago, with the addition 
of a clause ordering that the period of 
30 days grace, in addition to that pro- 
vided for in the policies, shall hereafter 
apply only to premiums on _ policies 
where the due date of the premium is 
June 15 of this year or earlier. The 
purpose of this rule is to limit the ex- 





tended grace period to Aug. 15 of this 
year as the final date of additional grace 
on any policy and to deny additional 
grace on all policies having a due date 
June 16 or thereafter. 

Mr. Tobin has also sent a communi- 
cation to general agents in the state, 
suggesting that every company keep on 
hand a supply of typewritten forms for 
the use of policyholders desiring loans. 
These should provide space for a brief 
recital of the facts upon which applica- 
tion is based, he said. 

The department stated it is aware of 
the fact that there may be a reasonable 
difference of opinion as to what consti- 
tutes need or hardship and it is possible 
that where a policyholder presents the 

















When you visit A Century of Progress 


MAKE THIS YOUR HEADQUARTERS 











tion in Chicago. 


itors to A 
Write for 





You will want a place to rest, meet your friends, 
read or drop a line to the folks back home 


when you visit A Century of Progress Exposi- 


The Affiliated Continental Companies cordially 
invite you to enjoy the comforts and broad 
facilities of their Special Bureau of Informa- 
tion and Service, located on the ground floor 
of the Home Office Building, 910 S. Michigan 
Ave., within easy walking distance of the Ex- 


position Grounds. 


Registered Identification Card will be sent you 


immediately on receipt of your request. 


CONTINENTAL 


CASUALTY COMPANY 
Chicago, Illinois 


Partial view of comfortable service 
quarters established by these Com- 
panies for the convenience of vis- 
Century of Progress. 
YOUR card TODAY. 


© ASSURANCE COMPANY 
































Sales Possibilities Undeveloped in Maryland! 


We Have Some of the Best Counties in the State Open! 
Generous Contract—Full Policy Service 
Sincere Home Office Cooperation 
Let Us Tell You Which Are the Best Counties and Why. 


on Life Insurance Company 


George Washingt 


STON, WEST VIRGINIA 
HARRISON B. SMITH, Presklent 



































cotitract of two or more Companies the 
decision of the companies as to making 
the loan may not be immediately iden. 
tical. 

Any injustice in this decision can be 
cured by an appeal to the insurance de- 
partment if the assured feels he has 
been harshly treated by the company 
if it claims that a competitive advantage 
has been taken, he said. “Therefore,” 
the communication stated, “there is no 
excuse for adverse comment by the 
agents of one company regarding the 
action of any other company in granting 
or denying an application.” 

“If it is brought to the attention of 
this department that such adverse com- 
ment has been made and that the charge 
is sustained, we will revoke the license 
of the offending agent and will encour- 
age prosecution for slander where any 
unfair statement regarding the solvency 
or standing of a competitive company 
has been made. 

“The gradual lifting of the morator- 
ium is at once a difficult and delicate 
undertaking and calls for a maximum of 
cooperative effort on the part of the 
companies, agents and assured. This 
effort will be demanded.” 

Texas has issued new rulings follow- 
ing the Chicago model. 


George Washington Is Sold 


Control of Charleston, W. Va., Company 
Goes to a New York Investment 
Banking Firm 








The New York investment banking 
house of Preston, James, Yeiser & Co., 
has purchased the controlling interest in 
the George Washington Life of Charles- 
ton, W. Va. Apparently this firm is 
buying the company for its own ac- 
count. 

Harrison B. Smith is retiring as presi- 
dent, the position he has held during 
the entire 27 years existence of the 
George Washington Life. He is suc- 
ceeded by Charles L. Preston. [. W. 
James, representing the New York firm, 
becomes chairman of the board. T. W. 
James is treasurer and E. P. Tastrom 
is a newly elected director. 

H. B. Smith, Jr., continues with the 
title of vice-president and remains in 
charge of the company in Charleston, 
while Charles P. Trask remains in 
charge of agents. All other executives, 
including Vice-president and Secretary 
E. C. Milair are being retained. 

As of Dec. 31, 1932, the George Wash- 
ington Life reported assets $5,255,108; 
net life reserve $4,416,409; capital $250,- 
000 and net surplus $125,000, Insur- 
ance in force amounted to $23,566,963. 


President Wade Is Dead 


Harry Wade, president of the United 
Mutual Life, died Wednesday of heart 
disease. He was taken ill suddenly Sat- 
urday. Mr. Wade was 70 years old. He 
had been president of the company 
since August, 1915. Prior to that he 
was for 15 years grand keeper of the 
records and seal of the Indiana grand 
lodge, Knights of Pythias. His son, 
Harry V. Wade, has been associated 
with him in the United Mutual. 


Cates in Federal Post 


Dudley Cates of Chicago, vice-pres!- 
dent of Marsh & McLennan, has been 
appointed assistant to Gen. Hugh John- 
son, head of the National Industries 
Board. Mr. Cates is now in Washing- 
ton and is on a leave of absence trom 
Marsh & McLennan. He has been con- 
nected with that organizaton for 10 
years. During the war he was secretary 
of the capital issues committee. Before 
the war he was in the banking busin- 
ness in San Francisco. 

He was appointed, not as an insur- 
ance adviser to Gen. Johnson, but be- 
cause of his industrial and banking 
knowledge. 5 ; 

In his Chicago office Mr. Cates has 
one of the largest and most unusual 
collections of pictures of the Chicago? 
fire in existence. 
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Marked Improvement in 
Life Sales Is Reported 

















More than a million dollars of new 
business was written by agents of 
Bankers Life of lowa on “Achievement 
Day,” which brings the total for the 
first half of June up to $2,700,000, a gain 
of 25 percent over the first half of May, 
and 20 percent over the first half of 
June, 1932. Achievement Day marked 
the 54th anniversary of the company. 

x * x 

The Johnston & Clark general agency 
of the Mutual Benefit in Detroit made 
a 180 percent increase in new paid busi- 
ness in May. 























k ok x 
The Lamar Life of Jackson, Miss., 
had the best month in May since 1931 
in paid-for business. Production for the 
first half of June is 40 percent ahead. 
* * 









The Atlantic Life reports a 10 percent 
increase in number of applications in 













May. 
* * x* 
The J. J. Harrison agency of the 
Union Central Life, Little Rock, Ark., 





reports an increase of more than 100 
per cent in net paid-for business in May 














over April. The agency also showed 
an increase of 7 per cent the first five 
months of 1933 over the same period 
in 1932. 
x * xX 

The Morton & Morton’ general 
agency of the Connecticut Mutual Life 
in St. Louis reports a 90 percent gain in 
business in May. 


Several Appointments Made 


Continental Assurance Names General 
Agents and Managers in Central 
West and Northwest 





The Continental Assurance of Chicago 
has appointed four general agents and 
two managers in middle western and 
northwestern territory. 

Lloyd Grant now is manager of the 
Insurance Exchange life department in 
the Continental Assurance-Continental 


Casualty branch, Chicago, assisted by 
Frank Miles. Mr. Grant was life de- 
partment manager for R. W. Hyman 


& Co., general agents there for the life 
company. 

Mr. Miles was assistant manager of 
the life department in the branch when 
it was located across Jackson boule- 
vard from the Insurance Exchange, and 
moved with the branch, retaining this 
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title. In the first half month in June 
under Mr. Grant the life department 
produced $300,000 of business. 

F. H. Schroeder and William Schroe- 
der have been appointed general agents 
in the west, the first at Portland, Ore., 
with jurisdiction throughout the state, 
and the latter in Yakima, Wash. Both 
have had excellent records as assistant 
agency managers for the Equitable of 
New York in their territories. F. H. 
formerly was baseball captain at Wash- 
ington State college and after gradua- 
tion became a supervisor for the Conti- 
nental Assurance in the northwest. 

R. B. Smith has been appointed man- 
ager for western Michigan with head- 
quarters in Grand Rapids. He goes 
from the Missouri State Life, where he 
had a good record in the life, group and 
accident and health departments. 

C. E. Long, head of the Long Agency, 
Hutchinson, Kan., which for some years 
has represented the Continental Cas- 
ualty as general agent, becomes gen- 
eral agent of the life company. 

G. F. Parker, Bloomington, IIl., who 
for a number of years has represented 
various life companies, becomes general 
agent of the Continental Assurance. 


Robert Merriman, vice-president and 
actuary of the Scranton Life is back at 
work after a trip of several weeks. 
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ETHELBERT IDE LOW, Chairman of the Board 


Client Building 


URING the past two years, selling methods have gone through 
rigorous trial—and what is commonly called “low pressure 
selling” has been found the more effective and better suited to 


present day conditions. 


This is the method which is based on the building of a perma- 
nent clientele, frequently contacted on a service basis and with 
pressure used only when an actual need, coupled with a desire, is 


For the most effective development of this “Client Building” 
program, the Home Life has completed for its field forces a small 
kit of client building aids and a plan for their proper use. 


This is the idea around which Home Life plans are now built and 
it is being successfully promulgated by the Home Life field men. 


On Agency Matters Address 
Cecil C. Fulton, Jr. 
Superintendent of Agencies 


HomME LIFE INSURANCE COMPANY 


256 Broadway, New York 


JAMES A. FULTON, President 
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Gave Up a Five 








FRANK P. MANLY 


In a momentary surge of paternal 


pride some months ago Frank P. Mar 


president of the Indianapolis Life 
promised his little grandson, John: 
Gould, that if he would sing in publi 
he would be given $5, and then Mr 
Manly forgot the incident. Plotters 
however, learned of the 


offer and, at 
Mr. Manly’s birthday party, an annu 
event for the home office force, Jo 


surprised his grandfather when, re 
sponse to an explanatory announce- 
ment, he stepped forth and boldly sar 


two verses of his favorite song. John 
spent the rest of the evening trying 
find someone who could change a $10 
bill and thus make it possible for his 
grandfather to pay the promised $5 


About 140 home office employes en 
joyed the hospitality of Mr. and Mrs 
Manly at their beautiful country place 


“River-By.” 
Michigan Department Gets 
Better Budget at Finish 


LANSING, MICH., June 22 rhe 
budget bill, as finally passed the 
legislature added $5,000 to the Michigat 
department’s appropriation for person 
service, boosted the commissioner's salar 
from $4,000 to $5,000, the old figure 
and restored the revolving fund ot 


$5,000, which makes possible participa- 
tion in examination of companies 
side the state. Had the original reduce 
budget gone through it would have bee! 
necessary to halt all participation in cot 
vention examinations and the examining 


force for work inside the state 
necessarily have been cut. 
Several laws were enacted to make 


more easily available to Michigan 
panies loans from the Reconstru 
Finance Corporation. One permits pur- 





chase of any required stock in gover! 
mental agencies and another permits 
issuance of preferred stock by) m 


panies. Another act prevents recetver- 
ship, injunction or dissolution proceed- 
ings from being brought against com- 
panies except through the commissioner 
and attorney general. 


W. L. Reauveau, who recently resignee 
as assistant general agent of the 4 
Stegge general agency of the 
National Life in San Francisco, | 
placed in charge of the brokerag 
ness. 


AGENT 


tion. 1 to 70 years’ eligible—No 1 
examination. Maximum $1,000 to 
person. Write for full details n 


Union Mutual Benefit Association 
6 No. Clark St. Chicago 





@Sell our $1.0 
month life protec 






























3, 1933 





paternal 
. Manly, 
is Life, 
Johnny 
n public 
hen Mr. 
Plotters, 
and, at 
1 annual 
Johnny 
1, in re- 
inounce- 
diy sane 
Johnny 
rving to 
re a $10 
for his 
ised $5 
yes en- 
nd Mrs. 


ry place, 


Gets 
Finish 


3, — The 

by the 
Michigan 
personal 
r’s salary 
d figure, 
fund ot 
yarticipa- 
ties out- 
reduced 
ave been 
n in con- 
camining 
fe would 


to make 
ran com- 
struction 
nits pur- 
govern- 
permits 
by com- 
receiver- 
proceed- 
nst com- 
nissioner 


ened 
resigne 
the J. J 
, Lincoim 
has bee! 


ige busi- 


ciation 
Chicago 





i 





June 23, 1933 


Results in May Heartening, 
the Research Bureau Finds 


DECREASE ONLY 10 PERCENT 


Comparison With Last Year More 


Favorable Than Any Month 
Since January, 1932 


Research Bureau figures show sales 
of ordinary life insurance during May 
were only 10 percent below sales in 
May, 1932. This experience, which rep- 
resents the smallest decrease in pro- 
duction in one month compared with 
the same month of preceding year since 
January, 1932, corresponds favorably to 
the acceleration in other industries. 

Sales the first five months of this year 
were 22 percent below those of the same 
period year ago. When the monthly 
ratio is better than the year-to-date com- 
parison, an upward trend is indicated. 
This has been true both April and May 
in every section of the country excep- 
tion west north central. In this section 
the two ratios were the same in April, 
but the monthly comparison indicated 
an upward trend in May. 

The New England section made the 
best monthly showing with a decrease 
of only 5 percent. East and west north 
central and east south central sections 
showed better than average experience. 
Of the individual states, seven showed 
a larger volume of sales this year than 
May last year. These were New Jer- 
sey, Ohio, Missouri, Delaware, Ken- 
tucky, Utah and Oregon. Although the 
usual seasonal fluctuation in life insur- 
ance sales shows a decline from March 
during both April and May, actual sales 
in May this year were larger than for 
any other month. 





Business Rejuvenation Is 
Seen Definitely by Davis 


(CONTINUED FROM PAGE 3) 


plied only where needed. On the present 
market there are few cases which re- 
quire the technique of a life insurance 
counselor as the amounts possible to 
sell are too small. Mr. Davis stressed 
that the job of the life insurance sales- 
man is to sell. A great deal more time 
should be devoted in the business to 
the actual technique of selling. 
Rewriting of policies is a subject 
which in the future months will grow 
greatly in importance as the country re- 


covers and people find money with 
which to restore their protection. 
Service to Client Is Test 
Mr. Davis does not favor any pro- 


posal to pay the agents commissions in 
all cases of rewriting, but he points out 
that the life insurance business of this 
country has been made possible only 
through the services of the agent. They 
are the men on the firing line. He does 
not believe it is reasonable to criticize 
them en masse for saving their busi- 
ness in this manner. A certain amount 
of rewriting is a necessary part of the 
business in these times. The agent can- 
not be expected to spend his time on 
this work unless he is compensated. 
Mr. Davis believes the common sense 
view is that if a service is rendered a 
policyholder by the agent through re- 
Writing policies carrying a heavy loan, 
the n the agent should receive a com- 
Mission; otherwise not. 





New Men for Beacon Life 


TULSA, OKLA, June 22.—Three 
major additions to the administrative 
Stat! of the Beacon Life of this city 


are announced by Dr. S. DeZell Hawley, 
President. 

H. D. Cross, former executive vice- 
President of the Bancstock Corporation, 
Was named active vice-president; W. A. 





Vandever, president Vandever Dry 
Goods Co., was elected treasurer and 
John D. Finlayson, chancellor of the 
University of Tulsa, was added to the 
directorate. 

The Beacon Life was organized in 
1930, and within a year had written over 
$1,000,000. The past year it has been 
able to maintain its assets and surplus 
without shrinkage, putting it in a strong 
financial position. 


About 9% Are Ineligible 
for Standard Life Rates 


MILWAUKEE, June 22.—‘About 9 
percent of applicants for life insurance 
are found to be ineligible for insurance 
at the standard rates of premium be- 
cause of medical impairments found on 
examination, or because of previous ill- 
hess sufficiently severe to affect the 
longevity of the individual,” said Dr. 

H. Marks, Metropolitan Life statis- 
tician, at the annual convention of the 
American Medical. Association in Mil- 
waukee. “Over half of these cases 
may, however, be accepted for insur- 
ance at some advance in the premiums 
ordinarily charged. 

“The most frequent cause for refus- 
ing standard insurance is obesity. In- 
surance standards in this regard are ex- 
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tremely liberal. Yet, 27 out of every 
1,000 applicants are found sufficiently 
overweight to be refused insurance at 
standard rates. Underweight is much 
frequently a reason for refusing 
standard insurance. Most of those re- 
jected are young persons in whom the 
risk of tuberculosis is high. 

“Next to overweight, the most fre- 
quent cause for rejection of applicants 
is organic heart disease. About 1 per- 
cent of all applicants are declined for 
this reason. Evidence of symptoms of 
other chronic diseases are also frequent 
causes for rejection of the applicant. 
About 6 in every 1,000 are rejected for 
high blood pressure, while two and one- 
half in every 1,000 are rejected because 
of kidney or bladder disease,” Dr. 
Marks said. 


Luikart Acting Director 


Governor Bryan has named E. H. 
Luikart acting director of insurance of 
Nebraska until such time as Director 
Lee Herdman, now slowly improving 
from a long illness, is able to resume 
his duties. Mr. Luikart is superin- 
tendent of the department of banking, 
and was head of the department of trade 
and commerce when insurance was in- 
cluded as a bureau. The work of the 
office is being directed by Mrs. Mary A. 
Fairchild, chief clerk for years. 
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Fraternal Digest for 
Current Year Issued 











Tue NATIONAL UNDERWRITER has issued 
the 1933 edition of the “Fraternal Com- 
pend Digest.” This is regarded as the 
official publication giving full details as 
to fraternal institutions. It gives com- 
plete statistics and authoritative infor- 
mation. The exhibit of each fraternal is 
designed to indicate the financial and 
actuarial standing, actual cost of insur- 
ance, the essential features of contracts 
now being issued, a history of readjust- 
ment, if any, and mergers, reinsurance, 
etc. It gives premium rates and other 
valuable information. The price per 
copy is $2. There are some 300 frater- 
nals reported on. 


Chester C. Nieman Resigns 





Chester C. Nieman has resigned as 
general agent at Omaha of the Con- 
necticut Mutual Life. He had been 
in charge at Omaha for that company 
about six years, formerly having been 
connected with the Mutual Benefit Life. 
Edward Krank of the home office 
auditing department is at Omaha, sup- 
ervising details until a successor to 
| Mr. Nieman is appointed. 


























HE Great American Life of Texas has a financial 
structure equaled by few young institutions in the 
country. No bank or governmental loans are out- 
standing and no real estate is owned. 


Inquire about our liberal agency contract and modern 


line of up-to-date policies. 


Territory available to 


conscientious agents in Texas, Colorado, Louisiana, 


Idaho, Arizona and North Dakota. 
THE GREAT AMERICAN LIFE INSURANCE CO. 


Chas. E. Becker, President 


HOME OFFICE: SAN ANTONIO, TEXAS 


‘Where the sunshine spends the winter" 
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You Know 


what the dig sales re- 
sistance consists of 
now. 


High Premiums 


cannot be paid by the 
majority of buyers. 


You Are 
Handicapped 


unless you have in 
your sales kit a con- 
tract to fit today’s re- 
quirements. 


We Provide 


something unusual for 
our sales force — A 
SPECIAL 20 YEAR 
TERM, WITH 
FULL RETURN 
PREMIUM CON- 
TRACT. Very attrac- 
tive values and op- 
tions. 


We Pay 


a liberal commission. 


Would You 


like to ask about it? 
Territory open in 
Iowa, Illinois, Ohio 
and_ Pennsylvania. 
Write A. B. Olson, 
Manager of Agencies. 


BANKERS LIFE 
INSURANCE COMPANY 
of NEBRASKA 


Founded in 1887 
Home Office Lincoln, Nebr. 





Kemper Withdraws 
Illinois Life Offer 


(CONTINUED FROM PAGE 2) 


the prospect of long litigation due to 
many objections filed and argued by a 
number of groups; that he felt the pro- 
posal made was the fairest and best that 
he could offer, and that he might with- 
draw. 


Receiver Davis Reads Letter 


The confirmation came in the hear- 
ing Friday when Receiver Davis read a 
letter from President A. W. Shepard of 
the Associated Mutuals attached to a 
letter to the receiver dated June 5, re- 
plying to the court’s objections and in- 
dicating reasons why a number of the 
provisions could not be revised. It was 
pointed out the contract submitted was 
reached only after the receiver had 
qmade a number of important objections 
and that phrasiig of corrections was 
tedious and difficult. 

“We sincerely believe that the present 
contract represents the maximum con- 
cession that could be made along all 
lines and still assure to the policyhold- 
ers of the Illinois Life that permanent 
financial stability of the reinsuring com- 
pany which would warrant their faith 
and their patronage,” the letter stated. 

“Under the circumstances and not- 
withstanding our substantial investment 
of time and money to date, in an en- 
deavor to be of assistance to the policy- 
holders of the Illinois Life, we can only 
conclude that our negotiations for this 
reinsurance should be terminated so as 
to enable the court, the new advisory 
committee and the receiver to work up 
such other plans as they may deem 
advisable. 

“ We wish * * * particularly to ex- 
press our sincere regret that the com- 
plications and apparently unavoidable 
situation in this matter leave us no 
other course of procedure.” 


Loan Was Prerequisite 


It was the prospect of considerable 
litigation and the probable appeal of 
any court decision in the case that led 
the R. F. C. to impose the $500,000 ad- 
ditional capital requirement in the loan 
negotiations. This proposed loan on 
Illinois Life assets, it was intimated in 
previous hearings and made clear by 
Receiver Davis last week, was essential 
before the Kemper group could under- 
take the reinsurance. Its nominal pur- 
pose was to provide cash to take care 
of accumulated death and disability 
claims. During the hearing it was sug- 
gested by some of the groups that the 
loan might be for the purpose of sup- 
plying the $1,250,000 new capital and 
surplus. 

Receiver Davis pointed out that two 
months have been consumed in prepar- 
ing presenting and arguing the Kemper 
proposal; that in the preliminaries no 
statement was made about the necessity 
of borrowing from the R. F. C. When 
attorneys for Mr. Kemper proposed the 
loan they were urged to | a definite 
commitment from the R. F. C., but Mr. 
Davis said the first - ong ‘that the R. 
F. C. board officially passed on the loan 
proposal was last Thursday afternoon. 


Condition of Company Good 


Mr. Davis stated to the court the IIli- 
nois Life’s condition, in view of more 
than six months’ receivership and sus- 
pended animation, was unusually good. 
He had collected $728,138 in premiums 
up to June 3, these being held in trust 
subject to any reinsurance deal, to be 
returned if the company must be liquid- 
ated. On premium notes taken by the 
Illinois Life before the receiver was ap- 
pointed there has been collected $30,000 


DYNAMIC SHORT COURSE 


Designed to put a new man into production upon a service 
basis at end of three days. Price $3.00 cash with order 
fund if complete plans are followed and you are not satisfied 


full re 


Insurance R & R Service 


Indianapolis, Indiana 





in full satisfaction, and in partial pay- 
ment of such notes another $40,000. 
There also has been paid $39,863 on the 
principal of real estate mortgages. The 
receiver has collected $52,782 interest Gn 
policy loans made before the receiver- 
ship and $99,178 interest on real estate 
mortgages. 

Under Judge Wilkerson’s instructions 
the board of three attorneys was au- 
thorized to call for new bids. How- 
ever, Receiver Davis took the initiative 
and threw the bidding open to any 
companies interested. It is probable 
that several of the companies which 
previously made bids will renew their 
offers. T. L. Marshall of the Chicago 
law firm of Fisher, Boyden, Bell, Boyd 
& Marshall, one of the board, stated 
two companies had indicated revived 
interest. The board will act quickly, he 
stated, as the long delay since Nov. 28, 
last, makes it necessary to speed the 
reinsurance to protect policyholders’ in- 
terests. 


Has Reinsurance Experience 


The other members of the board are 
S. T. Swansen of Milwaukee, counsel 
Northwestern Mutual Life, and W. H. 
Thompson of Indianapolis. Mr. Mar- 
shall is the attorney who negotiated 
reinsurance of the Public Life in the 
Chicago National, both of Chicago, and 
he also was attorney for the receiver of 
the Associated Employers Reciprocal of 
Chicago which failed in 1924. 

There is every indication that Judge 
Wilkerson will not brook delays based 
on technicalities, which have been 
largely responsible for the case drag- 
ging along. Both the receiver and the 
court have gained much experience in 
the complexities of insurance company 
reinsurance and the objectors who do 
not present the soundest arguments will 
not be given opportunity to argue in- 
terminably as has been done in the case 
so far. 

Kemper Answer Ignored 


The court’s appointment of the ad- 
visory board of attorneys was appar- 
ently a complete surprise to the Kem- 
per interests, which had not been con- 
sulted. The letter answering the 
court’s objections to the contract, it 
was said, was not touched on in the 
order appointing and instructing the 
board. The court ordered the three 
attorneys to compare the proposed re- 
insurance contract with the court’s ob- 
jections, and did not refer to the an- 
swer pointing out why the contract in 
some particulars could not be revised. 

One point that seemed to predom- 
inate in Judge Wilkerson’s mind was 
protection of the interests of policy- 
holders who might dissent to reinsur- 
ance. The Kemper proposal, it had 
been pointed out in hearings, did not 
completely protect such policyholders, 
but Mr. Kemper’s attorneys thought it 
was practically impossible to do so in 
a workable contract. It appears likely 
that Judge Wilkerson niade up his 
mind it would be impossible to secure 
agreement from the Kemper interests 
to all of his requirements and cut 
through the many complications with a 
decision to start afresh. 


Lack of Speed Deprecated 


There is a general feeling among the 
life insurance fraternity that greater 
speed would have assisted materially in 
conserving the Illinois Life business. 
There were certain political factors that 
entered the case at the very outset 
which evidently impressed the authori- 
ties and hence they have been unduly 
cautious in their movements, getting ad- 
vice and suggestions from every hand. 

The policyholders have been in a state 
of doubt as to whether to continue to 
pay their premiums because they did 
not know what company would take 
over the business or what plan would 
be followed. Agents have been dubious 
as to how to advise policyholders. Un- 
fortunately when a company fails there 
are a number of people or institutions 
trying to get control for some reason 
or other. High grade bids are put in 











“Any Man Could Do It 
--if He Would” 


“If I know my business, it 
is because I have done 
without movies and the- 
atres . and the things 

to which men are en- 
titled, and instead have 

burned a lot of mid- 
night oil finding out 


what this matter of 





estate planning is all 


about. Any man 


could do the same, 
if he would.” Thus 
simply a three- 
million dollar 
writer of 1929 
sums up his suc- 
cess as a life in- 
surance sales- 


man. 


Common- 
wealth Cor- 
dial Coopera- 
tion includes asa 
chief essential the 
belief that every 
agent must “know 
his business.” Educa- 
tional conferences and 
conventions—access to 
a full and complete li- 
brary—carefully pre- 
pared sales literature— 
are a few of the methods 
and means through which 
Commonwealth agents 
learn the fine points ol 
their profession. The spon- 
sors of “cordial coopera- 
tion” have in mind the 
equipping of every agent 
to become a real insurance 
counselor. Do you want 
to be one? 
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and these are attacked by shrewd law- 
yers. 

This has been the case with the IIli- 
nois Life. The Lincoln National Life 
withdrew, being disgusted with the at- 
tacks made on its proposal. The James 
S. Kemper bid made by responsible peo- 
ple was also subject to attack and criti- 
cism. Much time has been given to 
listening to these attacks. It would 
seem that some procedure should be 
outlined in cases of this kind where ra- 
pidity is dominant so that the interests 
of policyholders can be preserved. 

The Lincoln National Life, the Kem- 
per group, the Central Life of Iowa, 
Old Line Life of Milwaukee and others 
that put in bids were perfectly capable 
and reliable and in the opinion of many 
deserved immediate consideration. It is 
stated that now the Illinois insurance 
department may be consulted. If a con- 
servator had been appointed imme- 
diately much could have been accom- 
plished. 

Receiver Abel Davis declared he an- 
ticipates no lengthy legal complications 
as there were in the case of the Kemper 
bid. “There will be no lost time,” he 
said. “The bidders will have to act 
quickly. A number of the previous bid- 
ders have indicated a willingness to re- 
vive their bids. It is not known as yet 
whether any will desire to revise their 
proposals.” 

The advisory board of attorneys met 
Wednesday to compare the bids and 
select the most advantageous one. A 
report to the court probably will be 
made this week. 


New England Mutual Meeting 


The annual agency convention of the 
New England Mutual will be held in 
Swampscott, Mass., Sept. 6-8. The de- 
cision first was to have the meeting at 
the home office, but it was decided that 
a gathering of more of an outing flavor 
would be of greater value this year. 
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Plans for Entertainment in 
National Meet Include Ball 











Plans being shaped by Chicago com- 
mittees for entertainment features at 
the annual convention there of the Na- 
tional Association of Life Underwriters 
give recognition to the fact that Chi- 
cago is a great amusement center, espe- 
cially this year during the Century of 
Progress exposition. As a consequence 
there are few if any of the group trips, 
bus and boat rides which are usual fea- 
tures. 

The outstanding event will be a great 
reception to National President C. C. 
Thompson, and a dance in the grand 
ball room of the Hotel Stevens Wednes- 
day, Sept. 27. The entertainment com- 
mittee, headed by H. T. Wright, asso- 
ciate agency manager Equitable of New 
York, plans a brilliant affair with a 14- 
piece orchestra, several stage acts, re- 
freshments, other entertainment and a 
number of surprises. In addition, it is 
practically assured there will be present 
several radio, stage and screen stars. 
The local committee plans to provide 
150 hostesses for stags at the dance. 

The entertainment program probably 
will not include any group trips to the 
fair. The thought is that delegates and 
visitors to the convention sessions will 
desire to see the town individually or 
in small parties. 


Schedule Northwestern Meetings 
MILWAUKEE, June 22.—The gen- 


eral election of trustees of the North- 
western Mutual Life will be held at the 
home office July 19. The regular meet- 
ing of trustees for the election of officers 
will be held a week later, July 26. 

The annual meeting of the Association 
of Agents of the company will be held 
here on July 24-26 and not in June as 
stated last week. 





AN ARROW TO ITS MARK= 


LIFE INSURANCE FLIES UNER- 
RINGLY TO THE RESCUE OF MAN. 
KIND WHEN HELP IS MOST DIFFi- 
CULT TO OBTAIN ELSEWHERE AND 
WHEN AID IS MORE SORELY 
NEEDED THAN AT ANY OTHER 

MOMENT IN LIFE. 

PICTURE A FRIEND— QUIET, UN- 
OBTRUSIVE, ALMOST UNAPPRE- 
CIATED—-WHO STANDS IMPAS. 

SIVELY BY WHILE THE FRUITFUL 
POWERS OF MANHOOD EARN ALL 
THAT IS ESSENTIAL TO HAPPINESS, 


AND THEN—WHEN THE STORMS 
OF OLD AGE OR DEATH DRIVE < 
AWAY LIKE STRAWS THE NORMAL 


SUPPORTS OF EXISTENCE AND 
ONE STANDS DESOLATE, EMPTY- 
HANDED, AND FORSAKEN—RUSHES 
INSTANTLY FORWARD TO BEAR 
THE BURDEN WHICH IS SO SUD- 
DENLY IMPOSED! IN DEED A 
FRIEND! 
TRUTHFULLY CAN IT BE SAID THAT 
LIFE INSURANCE SERVES BEST 
WHEN ALL ELSE IS AT ITS WORST; 
THAT ITS FULL VALUE ‘§ NEVER 
REACHED UNTIL OTHER VALUES 
HAVE DEPRECIATED OR VANISHED. 


=A MERICAN CENTRAL Lire 


INSURANCE COMPANY 
INDIANAPOLIS, IND. 
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Brighter Outlook for Salesmen 


Lire salesmen have had a tough time of 
it for the last two years or so and par- 
ticularly during the period when the mora- 
The moratorium was 
was difficult 


torium has been on. 
a necessary measure but it 
to explain its justification to some policy- 
holders who thought they should have 
their money for the asking at any time. 
The situation much 
more stabilized and with the gradual lift- 
ing of the moratorium, companies in due 


now seems to be 


season should reach a normal position so 
far as their loans and surrenders are con- 
cerned. Starting with 1930, or a month 
or so before, there have been three years 
and a half of steady drain on funds of 
companies. This naturally has interfered 
with the normal processes of investment. 
Companies were not able to purchase the 
kind of had in the-past 


securities they 


because their liquidity had to be strength- 
ened. Of course the situation forced some 
companies to sell securities and others to 
borrow money. 

Altogether the three years or more have 
been ones of sore trials to the man in the 
field. The outlook is now far brighter, in 
fact some find that 
able to return to their former investment 
policy. Naturally they must have an eye 
on being in a strong liquid position and 


executives they are 


yet with the cessation in demands for 
loans and surrenders, eventually there will 
That is a condition 


Altogether the 


be money to invest. 
devoutly to be wished for. 
sky is much brighter than it has been 
and the men in the field can take heart 
and go forward. They deserve now a more 
happy and prosperous day, which seems 
to be at hand. 


Cutting Down Operating Costs 


PRESIDENT ARTHUR F. HAL of the Lin- 
coLN NATIONAL Lire in his address before 
the Lire OrricE MANAGEMENT ASSOCIA- 
TION, whose mid-west special conference 
was held in the office of the Ft. Wayne 
company, made some observations on the 
need of present day economies’ in life in- 
surance. Mr. HALL believes, as many do, 
that business for a number of years will 
be conducted on a lower price level than 
it was, for example, during the period be- 
tween 1925 to 1930 inclusive. Life insur- 
ance men, and especially company exec- 
utives, have had numerous problems before 
them during the last three years or so. 
They will have problems, perhaps of a 
little different nature but which still offer 
real difficulties, during the next few years. 
For instance Mr. HALL points out the fact 
that there are a number of factors preva- 
lent that will tend to increase the net cost 
of life insurance. He cites, for example, 
lower yields on securities, losses on in- 
vestments and properties owned, continued 
excess mortality on certain classes of busi- 


All these will 
profits. 


ness and disability losses. 
tend to earnings and 
President HALL, as other executives, real- 
izes that to increase the cost of insur- 
present when other commodities 


decrease 


ance at 
show a decline in price could hardly be 
justified. 

Therefore it will be the province of ex- 
ecutive managements to cut down the cost 
As Mr. Hatt pointed out, 
economy of operation is expressed in the 


of operations. 


ratio of cost to results. 

President HALL stressed the human ele- 
ment in enterprises, saying that today one 
of the most prolific sources of waste and 
extravagance is found in the failure to 
develop and utilize the potential capacity 
of workers. There are other administra- 
tive functions that might be attacked. It 
will challenge the best thought of the 
business to get operating cost on a proper 
level where the efficiency of the organiza- 
tion will not be impaired nor the service 
of life insurance retarded. That 1s the 
big problem today. 


Speed Up! Work Up! Cheer Up! 


AN insurance man said the other day 
that the best recipe for good times is 
to speed up, work up and cheer up. 
There is a lot of excellent advice in tab- 
loid form in this suggestion. We can 


draw on our reserve powers and accom- 
plish much. We can remain in the dark- 
ness or we can go into the light. We 
can work faster and longer and in that 
way get better results. 





PERSONAL SIDE OF BUSINESS 





R. S. Edwards, Chicago general agent 
of the Aetna Life, is now back on the 
job after his attack of pneumonia. Mr. 
Edwards was formerly located in New 
York City and was transferred to Chi- 
cago to succeed S. T. Whatley, who 
was made vice-president of the Aetna 
Life. He returned to New York City 
six weeks or more ago to take his fam- 
ily on west. There the pneumonia germ 
got the upper hand of him and he was 
confined to his home for some five 
weeks. Mr. Edwards has moved his 
family to Chicago and for the summer 
and fall season they will reside at Gen- 
eva, Ill. 


M. J. Cleary, president Northwestern 
Mutual Life, was called to Blanch- 
ardville, Wis., last week owing to the 
death of his mother, Mrs. Bridget 
Cleary, 94, who died there at the home 
of her daughter, Mrs. John Cavanaugh. 
A native of Ireland, Mrs. Cleary came 
to America with her parents when she 
was 10 years old, the parents settling 
in Shullsburg, Wis. Later she moved 
to Mineral Point, Wis., where she mar- 
ried the late Michael Cleary in 1864. 


Insurance Superintendent Ernest Pal- 
mer of Illinois attended the commeénce- 
ment exercises at Lake Forest Univer- 
sity, Lake Forest, Ill, last Saturday. 
Mr. Palmer is a graduate of Lake For- 
est Academy of the class of 1903 and 
Lake Forest University, class of 1907. 
He taught in the academy after gradu- 
ating. He then took the law course in 
Northwestern University. Last Saturday 
was the 75th anniversary of the acad- 
emy. Stephen Leacock of McGill Uni- 
versity, Montreal, well known humorist, 
was the chief speaker. Mr. Palmer re- 
sponded for the alumni. 


Davenport, Ia., business men at a tes- 
temonial dinner last week paid honor to 
A. J. Thomas, on his completion of 22 
years of service with the Massachusetts 
Mutual Life, during which time he never 
failed to write at least one “app” a week. 
Speakers at the dinner included Carl Le 
Buhn, manager Massachusetts Mutual, 
and Lee J. Dougherty, president Guar- 
anty Life of Iowa. In his 22 years Mr. 
Thomas has sold $10,558,871 insurance. 


Dr. S. J. Streight, who was program 
chairman at the annual meeting of the 
medical section of the American Life 
Convention in Chicago, and is now a 
member of the board of governors of 


that organization, has been connected 
with the Canada Life since 1920. In 


that year he became a medical exam- 
iner for the company and in 1925 was 
appointed assistant medical director. He 
addressed the medical section of the 
American Life Convention in 1930 and 
1931. He has contributed to the pro- 
ceedings of the Association of Life In- 
surance Medical Directors of America. 

In the world war he was connected 
with the army medical corps of the 
British army in France, beginning Sep- 
tember, 1914 and served there until 
March 1919 when he returned to Eng- 
land. He was mentioned in dispatches 
twice, decorated with the “Mons Star” 
of 1914 and created an officer of the 
Order of the British Empire, retiring 
with the rank of lieutenant colonel. 

H. C, Hintzpeter, and agents under 
him, have sold approximately $200,000,- 
000 of the $400,000,000, in round figures, 
of insurance which has been sold in 
Chicago by the Mutual Life of New 
York, it was stated by Nathan Weiss, 
toastmaster at the banquet tendered 
Mr. Hintzpeter by his agents on his 
59th birthday anniversary. The Hintz- 
peter agency also sent the largest num- 
ber of delegates to the annual agency 
convention this year, Mr. Weiss said. 
Other speakers among the agency force 
were Theodore Weiss, who had charge 
of arrangements; O. A. Stoffels, at- 





torney, Insurance Exchange, an old 
friend and client of Mr. Hintzpeter’s: 
Harry Barnes and Robert Mullany of 
the agency, and Edward Hintzpeter, 
one of the sons who has been connected 
with his father in the agency ten years 

For more than three months O. J. 
Lacy, vice-president Minnesota Mutual 
Life, lay with his hip in a cast at his 
home but carried on his business duties 
as usual. Each day office assistants 
went to his home with business requir- 
ing his attention and Mr. Lacy handled 
it as he would at the office. Only a 
few days ago the cast was removed but 
it is expected to be several weeks be- 
fore Mr. Lacy will be able to return 
to his desk. 

A unique baseball game was staged 
in St. Paul, Minn., a few days ago. All 
the players on one team were home 
office employes of the Minnesota Mu- 
tual Life, while all on the opposing 
team were policyholders. 


] 


Paul Bestor, former federal farm loan 
commissioner and a member of the 
Reconstruction Finance Corporation, 
has gone to the head office for the Pru- 
dential and will act as supervisor of 
farm loans. The company’s farm loans 
comprise 37,000 individual loans for a 
total of more than $195,000,000. 


W. A. Carter of Salt Lake City, gen- 
eral agent of the Penn Mutual Life, has 
been elected a member of the board of 
governors of the Salt Lake City cham- 
ber of commerce. He has been active 
in his chamber of commerce for the last 
10 years. He served as chairman of the 
membership committee, has _ been 
member of the advisory council for two 
terms and acted as chairman of the en- 
tertainment committee for the last two 
vears. This is the first time in 20 years 
that a life insurance man has had rep- 
resentation on the board. 


H. C. Roberts, 73, of Wharton & Rob- 
erts, Jackson, Miss., died after a heart 
attack. Two sons were associated with 
him: Ramsay Roberts, secretary-treas- 
urer Mississippi Association of Insur- 
ance Agents, and Clay Roberts. 


A. H. Hopkins, general agent of the 
Republic Life of Dallas, is in a San 
Antonio hospital in a critical condition. 

An unbroken record of four years ol 
consecutive weekly production has been 
made by N. A. Thompson of Tulsa, 
Okla., special agent for the Penn Mutual 
under the Robert Shipley general agency 
of Oklahoma City. 

Another record held by Mr. Thomp- 
son is that for two years he has made 
all sales for cash. He selects for his 
clients only people who are making 
money and can pay. When prospecting 
his most important concern is whether 
his man has any money or the imme- 
diate prospects of collecting some. His 
average policy ranges between $4,000 
and $5,000. 


Ralph A. Trubey of Fargo, manager 
of the North Dakota agency ol the 
Guardian Life, is recuperating in Cali- 
fornia from illness. He is on the program 
of the annual meeting of the National 
Association of Life Underwriters ™ 


Chicago and is planning to fulfill that 
engagement. 

Life insurance men as well as = 
general public are interested in the 


Chicago under the 


broadcasting from a 
Shimp 


sponsorship of President H. G. 
of the American Conservation Company. 
Starting Tuesday night of this week 
there was a new series of radio closeups 
in life insurance selling in which new 
helps for agencies are presented. Tues- 
day night there was a strong selling 
broadcast on juvenile endowment lite 
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insurance. These broadcasts start at 8 
p.m. Chicago daylight saving time over 
WMAQ. 


H. G. Swanson, general agent of the 
New England Mutual in Chicago, and 
Lorin Hord, general agent of that com- 
pany in Minneapolis, with two other 
men went on a fishing trip at Clear 
Water Lake, Minn., last week-end, the 
four catching 68 bass and three pike. 
Mr. Swanson says that kind of fishing 
ruins a man for casting a line in an 
ordinary lake where fish are few and 
far between. 


William L. Perrin, dean of life under- 
writers in western New York, died in 
his home in Rochester at the age of 91. 
He had been with the Penn Mutual Life 
for more than 55 years. 

J. T. Lawrence, vice-president Life of 
Virginia, has been elected a trustee of 
the University of Richmond, of which 
he is an alumnus. 


Dr. C. E. Schilling, vice-president and 
medical director of the Ohio State Life, 
addressed the Kiwanis Club at Galion, 
O., Tuesday on various phases of life 


LIFE INSUR 


business conditions. 
ied to Galion by E. 


Life. 

H. Lewis Rietz, son of J. 
Rietz, actuary of the Midland Mutual, 
has been named to a position in the 
actuarial department of the Metropoli- 
tan Life in New York. He was recently 
graduated from the University of Iowa. 

Mrs. Minnie V. Davis, 72 years old, 
mother of Frank H. Davis, agency vice- 
president of the Penn Mutual, fell two 
weeks ago at his ranch in Hawk 
Springs, Wyo., and broke a hip. Mr. 
Davis and other members of the family 
hurried to be in attendance, fearing that 
the shock might have serious effect. 
Mrs. Davis, however, withstood it very 
well and the bone has started to knit. 


W. T. Grant, president of the Busi- 
ness Men’s Assurance, has been made a 
colonel on the staff of the governor of 
Kentucky. Col. Grant was in Louisville 
to attend a sales meeting of B. M. A. 





representatives in that territory. 








NEWS OF THE COMPANIES 





Omaha Companies Consolidate 


American Reserve Takes Over North- 
western Life—Insurance in Force 


Totals 27 Million 





OMAHA, June 22.—The American 
Reserve Life has purchased the North- 
western Life of Omaha. The merged 
companies will operate as the American 
Reserve Life with offices in the Aquila 
Court building. Last Dec. 31 the Amer- 
Reserve had $15,932,851 insurance 
in force and the Northwestern $11,610,- 
609, a total of over $27,000,000. On 
Dec. 31 the combined companies had 
$3,878,785 in assets. 

Raymond F. Lowe remains as presi- 
dent of the American Reserve and Rob- 
ert Storz, president of the Northwestern, 
will be vice-president of the new com- 
pany. Harold R. Hutchinson, secretary 
ot the American Reserve, will now be 
secretary and vice-president. In addi- 
tion to the officers, the directors are 
Williard Hosford, A. C. Potter, Isaac 
Carpenter, Jr., Joseph Barker, E. E. 
Elliott, G. B. Thummel, Sam Reynolds 
and Samuel Reese. 

Early in 1933 the American Reserve 
took over Home Guardian of Lincoln, 
which before that had taken over the 
Missouri Valley Life. 


ican 


Issues Only One Contract 


Che American Mutual Life of Okla- 
homa City, located in the Braniff build- 
ing, which was licensed as a mutual 
Stipulated premium company in April, 
Is Issuing only one form of policy at 
present. This is a family group con- 
tract. William Murdoch, formerly sec- 
retary of the Oklahoma insurance 
board, is vice-president. J. E. Dickson is 


president, J. W. Bickell is secretary and 


C. Bickell, superintendent of agents. 


Charges Are Resented 


DENVER, June 22—Answering an 
announcement by the North Dakota se- 
Curities commission which said _ the 
Bankers Union Life of Denver was or- 
dered suspended from doing business in 
that state, President C. B. McCormick 
declared in a letter to THe NATIONAL 
UNDrRWRITER: “Our license was not sus- 
pended in North Dakota, but was can- 
celed at our request. I enclose a copy 
of my telegram to the North Dakota 
»ecurities commission, requesting the 
cancellation.” The telegram in part Said: 
‘Owing to your interpretation on the 
Cash values of the bonds sold by the 


Dakota I am asking for the cancellation 
of our license in your state.” Mr 
McCormick contended the cash value, 
which the North Dakota commission in- 
sisted should be made available to the 
investor after the second year, was ex- 
cessive. 


Thrift Certificates Successful 


The United of Chicago which started 
last December writing so-called income 
and thrift certificates has now sold these 
contracts in the amount of $1,154,000. 
The average monthly writings exceeded 
$300,000. At present the plan is being 
operated only in Illinois, but applica- 
tions have been made to operate in two 
additional states. 

Under this plan, the investor deposits 
with the United each month for 144 
months a stated sum, which the United 
agrees to invest in approved interest 
bearing securities under supervision so 
as to yield at least 4% percent interest 
compounded semiannually. At maturity, 
the investor receives the face amount 
in ten equal annual installments or may 
take a single payment for the then at- 
tained value. The certificates have cash 
loan, surrender and paid up features, 
similar to life insurance, which values 
start after 12 monthly payments have 
been made. If death occurs before pay- 
ments are completed, the remaining pay- 
ments are made up by the insurer. 

The certificates also have a feature 
known as the survivorship distributive 
fund, accumulated from excess earnings 
on investments, forfeitures and distribu- 
tion of earned surplus of the company. 
This is payable in cash within 30 days 
after the investor has made 144 pay- 
ments. 


Pass on Merger Proposal 


Meetings of stockholders of both the 
Central States Life and the American 
National Assurance of St. Louis were 
held June 22 to approve the proposed 
consolidation of the companies. A hear- 
ing on the consolidation proposal will 
be held by the insurance commissioners 
of Arkansas, Missouri and Oklahoma 
at Jefferson City, Mo., June 26. 


Penn Mutual Advertising 


The Penn Mutual has entered the na- 
tional advertising field, its first adver- 
tisement being contained in a full page 
in the “Saturday Evening Post” of June 


24. The advertisement shows a view of 
Independence Square and the Penn Mu- 


The ad- 
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A COMPLETE LINE 


The Missouri State Life 
provides the field man with 


a complete line of policy 
forms offering a wide range 
of non-participating and 
participating contracts, de- 
signed to meet the varying 
needs of individual pros- 
pects. Life—Accident 
& Health—Group—Salary 


Savings. 


Liberal Agency contracts, 
prompt underwriting serv- 
ice, helpful field cooperation. 











MISSOURI STATE LIF 
INSURANCE COMPANY 


St. Louis, Missouri 











Life—Accident and Health—Group and Salary Savings 
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BUFFALO MUTUAL 


LIFE INSURANCE COMPANY 





New York and Ohio 
Openings 


We invite letters from Agents who can recog- 
nize sound opportunities... who like to work 
where individual, successful effort is adequately 
and quickly rewarded. 


Buffalo Mutual Life Policies {it into present con- 
ditions. Our methods will help you to do a 
good business. Write in detail and full confi- 
dence to: E. PARKER WAGGONER, Supt. of 
Agents, Buffalo, N. Y. 


SOME OF BUFFALO MUTUAL LIFE POLICIES 
Multiple Option Life and Annuity Whole Life Special 
10 and 20 Year Family Income 20 Pay Life Special 
10 and 20 Year Modified Whole Life Special Convertible Term 
Children’s (3 forms) Birth to age 10 
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S. Daniel Webster spoke in defense of 
Dartmouth. So, with the same sentiment 
and only slightly altered phrase, thousands 
of policyholders speak of the National 
Life Insurance Company. Compared with 
a few of the giants, it is a small company 
but a strong company, and there are those 
who love it for its thrifty, conservative 
Vermont background. We invite you to 
ask on a post card for our booklet, “Why 
the National?” 


NATIONAL LIFE INSURANCE COMPANY 


Montpelier, Vermont 











the “Saturday Evening Post” and ex- 
cept for August and September, once a 
month in “Time.” 
Liberty National Dividend 

BIRMINGHAM, ALA., June 15.— 
Stockholders in Liberty National Life 
have received dividend checks at the 
rate of 10 percent of their holdings. The 
dividend was ordered, President R. P. 
Davidson, states, by the board after set- 
ting aside a specific contingency reserve 
of $40,000 and increasing the surplus by 
$72,000. The company pursued a policy 
of retrenchment in 1932 on account of 
economic conditions, rather than pro- 
duction, with the result that its earn- 
ings increased while insurance in force 
decreased. With the revival in busi- 
ness, President Davidson says the com- 
pany will spend more money in the pro- 
duction of new business. 





Fights Farmers Union Petition 
DES MOINES, June 22.—Resistance 


to an application of H. A. Bolte and F. 
W. Bolte for receivership of the Farm- 





ers Union Mutual Life of Des Moines, 
was filed in Polk county district court 
by Milo Reno, its president. The 
answer asserted that receivership was 
not necessary or advisable, and that 
the application was not brought to pro- 
test policyholders, but was a “premedi- 
tated scheme to destroy the company 
and other activities of the Farmers 
Union,” and not brought in good faith. 
It denies specifically the allegations of 
the complaint and asks that the case be 
dismissed. Among the denials were as- 
sertions that the officers had not violated 
Iowa insurance laws; that the company’s 
affairs had not been mismanaged, and 
that the company is not insolvent. 


Enters Direct Mail Field 


The Webster Life of Des Moines, re- 
cently reorganized, is opening a direct 
mail department. Heretofore it has op- 
erated only in Iowa. The direct mail 
department will be in charge of A. L. 
Wilson and W. L. Mapes, formerly with 
the Union Mutual of Des Moines. 








AMONG COMPANY MEN 





Palmer Assistant Secretary 


Other Pr tions An ed by North- 
western Mutual—Parsons’ Post 
Not Yet Filled 


—_—-— 








Charles H. Palmer has been appointed 
assistant secretary of the Northwestern 
Mutual Life. He has been with the 
company since 1895, except when he was 
overseas during the war, and for some 
time has been head of the tax division 
of the loan department. He is a son 
of the late H. L. Palmer, who was 
president of the Northwestern Mutual 
for about 34 years until his death in 
1908. 

G. C. Becker has been named man- 
ager of farm loans, filling the vacancy 
caused by the election of H. D. Thomas 
as vice-president in charge of the man- 
agement of mortgage loan investments, 
under the direction of the finance com- 
mittee. Mr. Becker has been secretary 
of the finance committee. H. A. Merri- 
field was Zamed assistant manager of 
farm loans. He has been with the North- 
western Mutual since February, 1932. 

Pending the election of the director 
of agencies to succeed the late Charles 
H. Parsons, the department has been 
placed in charge of John J. Hughes, 
senior ranking assistant director of 
agencies. 





Joins Mutual Life of Canada 





E. V. Chown Leaves Life Underwriters 
Association to Become Assistant 
Superintendent of Agencies 





TORONTO, June 22.—Eric V. 
Chown, who for the past seven years has 
been with the Life Underwriters’ Asso- 
ciation of Canada as general secretary 
and field supervisor, and recently has 
also been secretary of the joint commit- 
tee of the Canadian Life Officers Associa- 
tion, has been appointed assistant super- 
intendent of agencies of the Mutual Life 
of Canada, effective July 1. E. LeBaron 
Stears, who has been with the company 
in Toronto for the past five years, has 
been promoted to agency assistant, work- 
ing from the home office. J. G. Taylor, 
manager of the Toronto agency, who 
has been with the company for the past 
32 years, has secured extended leave of 
absence on account of ill-health, and his 
place is being filled by D. R. Gourlay, 
who has been manager of the down- 
town branch in Montreal. Mr. Gourlay’s 
successor is Frank Robinson, manager 
at Ottawa, and formerly assistant man- 
ager at Toronto. R. J. Davis, with the 
company for 17 years, the last four as 
manager at Winnipeg, moves to Ottawa 
as manager, and is succeeded at Winni- 
peg by N. A. MacMurchy, who has been 
manager at Edmonton. 








LIFE AGENCY CHANGES 


—— | 





Redfield-McGurk Appointed 


Chicago Managers Get in Addition State 
of Indiana for Two Omaha 
Companies 








Redfield-McGurk, managers for the 
Mutual Benefit Health & Accident and 
the United Benefit Life of Omaha in 
Chicago territory, have taken over the 
state of Indiana for both companies in 
addition to their present territory. J. 
S. McGurk is preparing to move to In- 
dianapolis where the Indiana headquar- 
ters office is located in room 732-4 
Circle Tower building. 

Agency Has Large Growth 


Redfield-McGurk have been Chicago 
managers for two years. C. T. Red- 
field has been connected with the Mu- 
tual Benefit and United Benefit ten 
years. The agency has had a very large 
growth in its two years, due to prog- 
ressive methods. 

E. D. McKim, agency director of the 





Mutual Benefit, was in Chicago and In- 
dianapolis supervising the change. 





George Paden, Ray Marchand 


George Paden has been appointed 
manager at San Diego, Cal., of the 
Equitable Life of Iowa. For ten years 
he has been one of the most successful 
producers ‘of the Roy H. Sheldon 
agency, Los Angeles. wo 

Ray Marchand is appointed district 
agent in Los Angeles for the Equitable 
of Iowa. He has been with the Sheldon 
agency for four and a half years, and 
has a record of about 225 weeks con- 
secutive weekly production. 





Imperial Life Changes 


A number of transfers and promo- 
tions ih its agency personnel through- 
out North Carolina has been announced 
by the Imperial Life. H. E. Savage 
has been made assistant manager 1? 
Rocky Mount, N. C. to succeed C, ©- 
Quinn, who becomes manager at Con- 
cord, a new district just established. 
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J. C. Clark is named assistant man- 
ager in Raleigh, replacing Milton Aus- 
tin, who succeeds W. V. Tew as as 
sistant manager at Henderson. Mr. 
Tew goes to Burlington as assistant 
manager. Lassiter, former 
Raleigh agent, is appointed assistant 
manager at Charlotte. C. Howard 
White, manager at Wilson, is trans- 
ferred to Hickory, and is succeeded by 
H. P. Benton. R. S. Rigney, former 
manager at Hickory, is transferred to 


Salisbury. H. E Repass is transferred 
from Salisbury to Rocky Mount as 
manager. J. C. Pigott is transferred 


from Rocky Mount to Wilmington as 
manager succeeding D. Z. Wooten, re- 
signed. 





Lee J. Gillis 


Lee J. Gillis has been appointed Min- 
nesota general agent for the National 
Life of Vermont, with headquarters in 
Minneapolis. Mr. Gillis was formerly 
in charge of the Cedar Rapids, Ia., office 
of the Equitable Life of New York and 
was president of the Cedar Rapids Life 
Underwriters Association in 1931. 





Thomas Mason 


Thomas Mason of Philadelphia, who 
resigned as superintendent of the West 
Chester district of the Prudential, had 
been with the company since June, 1885. 
He started as an agent at Trenton and 
during his day he served in New AIl- 
bany, Ind., Indianapolis, St. Louis, St. 
Joseph, Mo., Pittsburgh and later in 
division D, covering Pennsylvania. At 
one time he was at the home office. 


J. H. Wilson, H. W. Ramsey 


The National Life of Des Moines 
has appointed John H. Wilson, for- 
merly Chicago agent, general agent 
at Rockford, Ill, Henry W. Ramsey 
has been named general agent at Kan- 
sas City. Mr. Ramsey was formerly 
om the Prudential and Kansas City 
ife. 








Prudential Promotions 


L. J. Illis, assistant superintendent of 

the Prudential in Newark No. 1, has 
been appointed superintendent at New- 
ark No. 3. He was formerly home office 
clerk. He was transferred to the field 
and given charge of an agency in New- 
ark No. 1 in 1925. He was made as- 
sistant in the district in 1927. 
_H. C. Welker has been made super- 
intendent of the Prudential at Anderson, 
Ind., succeeding Jacob Kuch, who re- 
tired from active service. Mr. Welker 
entered the Prudential service in 1915 
as an agent at New Albany, Ind. He 
was later made assistant superintendent 
in the district. 





W. F. Breidster 


H. Madden, Wisconsin man- 
ager for the Kansas City Life, an- 
nounces the appointment of W. F. 
Breidster as supervisor. Mr. Breidster 
has been in the business 6 years in 
Milwaukee. He is a graduate of West 
Point, a captain in the army and was 
an all American star in football dur- 
ing his stay at the academy. 


Louis 





W. E. Barr 


_ The California-Western States Life 
has appointed W. E. Barr assistant man- 
ager of its central agency at Los An- 
geles, recently established with A. H. 
boyce as general agent. Mr. Barr was 
formerly general agent in Los Angeles 
ot the Pacific States Life and before 
that was for several years Los Angeles 
Reneral agent of the Northern Life of 
Seattle. 





L. L. Groves 


L. L. Groves, manager in Chicago for 
the United States Life for approxi- 
mately a year, has resigned to take a 
fonnection with the Washington Na- 
tonal in Chicago. He has gone with 
the downtown office of A. A. Pfau in 
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| formerly was connected with the Fed- 
eral Life in Chicago. W. H. Decker, 
Jr., supervisor of agencies of the United 
States Life, is in Chicago supervising 
the office and seeking another manager. 


Nathan Bushnell, Jr. 


Nathan Bushnell, Jr., of Richmond, 
former general agent of the Jefferson 
Standard Life, who recently joined the 
staff of T. P. Reynolds, Virginia man- 
ager for the Prudential, will have the 
title of agency organizer. 


C. E. Condon 


Charles E. Condon, Portland, Ore., 
has been appointed agency supervisor of 
the United Benefit Life for Oregon, 
Washington and Idaho. He was for- 
merly Portland manager for the Cali- 
fornia-Western States Life. 


E. R. Shannon 


E. R. Shannon has been appointed as- 
sociate general agent of the Penn Mu- 
tual Life in New Orleans by Dorion 
Fleming, general agent there. 


G. E. McCelvey 


G. E. McCelvey, representing the Jef- 
ferson Standard Life at Temple, Tex., 
under the Dallas agency, who entered 
life insurance in January, 1932, has been 
appointed agency assistant in Oklahoma 
with headquarters at Oklahoma City. 

















Life Agency Notes 


R. B. Allen, with the Equitable Life 
of New York, 11 years, recently field 
assistant at Cedar Rapids, Ia., has been 
made district manager at Waterloo, Ia., 
covering 12 counties. 

A. G. Caris, former president Defiance 
College, has been transferred from the 
Columbus office of the John Hancock 
Mutual Life, to become supervisor of the 
Toledo and northwestern Ohio district, 
comprising nine counties. 








CHICAGO NEWS | 








PRUDENTIAL OFFICE MOVES 


The Jesse E. Smith ordinary agency 
of the Prudential in Chicago has been 
moved from 140 South Dearborn street 
to the newly constructed Field build- 
ing, 135 South LaSalle street. Mr. 
Smith has been manager of the Chicago 
agency since 1905. 

k * x 
SWANSON AGENCY’S RECORD 


The general agency of H. G. Swan- 
son, New England Mutual, in Chicago 
was in fourth place countrywide in May 
with 83 cases, for $416,000. This is the 
largest month Mr. Swanson has had 
since he organized his agency two years 
ago. 

x kx * 
INSURANCE STOCK QUOTATIONS 


Bacon, Whipple & Co., Chicago in- 
vestment house give the following stock 


quotations: 
Par. Div. Bid Ask 


Aetna Life ..... 10 aire 17 18 
Cae, BE sccsacce 100 8.00 95 105 
Com. Genk, .cccse 10 ons 2 30 
Cont. Assur. .... 10 2.00 26 28 
Cemt. COs. cccee 5 en 1 12 
Lincoln Nat. .... 10 2.50 32 33 
Life Co. of Va.. 20 3.00 70 75 
Mo. State ....... 10 se 3% 4% 
Nat. Casualty... 10 eee 5% 614 
New World Life. 10 oes 4, 6 
i, Ws Dec aees 5 - 1 14 
Pac. Mutual eS 2.00 24 25 
Bum Late .ccccce 100 --- 450 480 
Travelers ..-..... 100 16.00 365 375 
ees GE cecceun 10 1.00 9 11 
* * * 


CHICAGO C. L. U. MEET 


The Chicago C. L. U. chapter held a 
luncheon June 21 at which C. M. Cart- 
wright, managing editor of TH 
NATIONAL UNDERWRITER, talked on “Pres- 
ent Day Observations from the Side 
Lines.” 


*x* * * 
LIFE COMPANY CONVENTIONS 


Chicago has already scheduled a num- 
ber of conventions of life companies for 








Income Prorection 


for the FAMILY 


The FaMiLy INCOME Policy 


Its provision for a regular income until children 
now living reach maturity, together with its pro- 
vision for payment of the Face Amount of the 
policy, after the income stops (which may be used 
to provide an annuity for the wife), make this policy 
ideal for the married man with heavy responsibilities 
and a limited income with which to meet them. 

Folder describing the New England Mutual Family 
Income Policy sent on request. Also illustration for 
any desired age. 








NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 
Georce WILLARD SMITH, President 


Boston, Massachusetts 











AGENCIES IN 


60 IMPORTANT CITIES 
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forth next week at the Stevens. The 
Lincoln National Life will start its con- 
vention at the Edgewater Beach, July 
10. The Guardian Life will have its 
meeting at the same hotel, July 19. On 
July 24 the Missouri State Life opens 
its convention at the Stevens. The Fed- 
eral Life has its convention at the Edge- 
water Beach at the same time. ‘Che 
Volunteer State Life will be at the 
Edgewater Beach starting July 26. 

The Protective Life of Birmingham 
will have its convention at the Edge- 
water Beach, Aug. 6. The Central Life 
of Iowa goes to the Stevens, starting 
Aug. 15. The Northwestern National 
Life will have its convention at the 
Stevens Aug. 22. The Provident Mu- 
tual Life on the same day will have its 
convention at the Edgewater Beach. 
The following week the Atlantic Life 
of Richmond starts at the Edgewater 
Beach, Oct. 27. The Mutual Trust Life, 
the Chicago company, will have its con- 
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vention at the Medinah Athletic Club 
starting Aug. 29. The National Life of 
Vermont will have its convention at the 
Edgewater Beach starting Sept. 5. The 
Aetna Life will meet at the Edgewater 
Beach, Sept. 11 and the Fidelity Mutual 
Life, Sept. 14. The Jefferson Standard 
Life will have its convention at the 
Stevens, Sept. 26. The Pilot Life of 
Greensboro will go to the Edgewater 
Beach, Oct. 1. 
* * 


ACTUARIES TO HOLD OUTING 


The Chicago Actuarial Club will hold 
its annual outing and tournament at 
Rolling Green Country club near Ar- 
lington Heights, Ill, June 28. There 
will be dinner and cards. L. A. Glover, 
consulting actuary, is chairman, and L. 
O. Copeland, North American Life, and 
Henry Bauer, members of the committee 
in charge. A handsome trophy and a 
number of prizes are offered in the 
tournament. 
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NEWS OF LIFE 


ASSOCIA TIONS 





Birmingham Has Biggest Gain 





Leads All Local Associations in Member- 
ship Increase for Year—Huey 
Elected President 





BIRMINGHAM, ALA., June 
Thomas J]. Huey, superintendent of the 
Prudential, was elected president of the 
Birmingham Association of Life Under- 
writers at the annual meeting. He suc- 
ceeds Fred Chisholm, who was elected 
national executive committeeman. Other 
officers are: Vice-president, Sheffield 
Owen, Sun Life; secretary, E. A. Raugh- 
ley, National Life of Vermont, and 
treasurer, J]. Orlando Ogle, Pan-Ameri- 
can Life. 

Word was received from the national 
association that the Birmingham associa- 
tion has had the largest membership in- 
crease over last year of any local asso- 
ciation in the United States. I! now 
has 269 paid members as against 1 last 
year, an increase of 232 percent. The 
association expects to win the national 
membership prize for the year. The 
state of Alabama is also ahead in mem- 
bership increase over any other state in 
the Union. 


21.— 


*x* * * 
State Meeting at Allentown 


A representative turnout of Pennsyl- 
vania agents was registered at the meet- 
ing of the Pennsylvania Life Under- 
writers Association at Allentown, the 
Lehigh Valley Association being host. 





At the noon meeting, the speakers were 
State Senator Roberts from Northamp- 
ton county, who discussed life insurance 
legislation at Harrisburg, and Irvin 
Benediner of Philadelphia. The visitors 
were welcomed by Fred Watt, president 
of the Lehigh Valley association, and 
the guests were introduced by Russell 
Kirby, general chairman. 

A number of officers of the state as- 
sociation were present including Presi- 
dent A. Rushton Allen, Vice-Presidents 
Lee Hemingway, S. L. Rice and H. S. 
Sage and Secretary H. L. Smith. 


* * * 


Los Angeles.—John W. Yates, Los An- 
geles general agent Massachusetts Mu- 
tual Life, was the principal speaker at 
the sales congress with two talks on 
“Underwriting America’s Expectations,” 
and “What Price Prosperity?” 

Other outstanding speakers were: 
John C. Porter, mayor of Los Angeles, 
on “Good Government a Common Re- 
sponsibility”; Dr. R. L. Smith, on “An 
Appeal for Courage and Steadfastness;" 
W. M. Hammond, general agent Aetna 
Life, on “The Underwriter’s Opportunity 
and Responsibility;” Carroll Page Fisk, 
“A New Tool and How to Use It;” W. A. 
Simpson, president Los Angeles Chamber 
of Commerce, “What Are America’s Ex- 
pectations?” and W. G. Farrell, Penn 
Mutual Life, on “We Get What We Pre- 
pare For?” 

. =. 2 

Milwaukee.—The same factors that go 
to make a successful life underwriter 
during periods of prosperity can be ap- 
plied for success in times of depressions, 
O. Sam Cummings, Dallas, Tex., general 





agent Kansas City Life, said in discuss. 
ing “Life Insurance: Sales Success jp 
1933,” at the June meeting. Mr. Cu 

mings pointed out that there are 27 »mij)- 
lion men of insurance age, according to 
current estimates, of which three million 
are uninsurable, thus leaving 24 million 


men for agents to work on. Half of 
these, or 12 million, are prospects for 
industrial insurance and the other half 


for ordinary insurance. With sales of 
three million ordinary policies last year, 
only one out of four prospects for ordi- 
nary insurance was sold by the under- 
writers. Dr. S. S. Huebner, University 
of Pennsylvania, will speak at the meet- 
ing July 6. Leo Roethig, Metropolitan 
Life, was elected second vice-president, 
and Ray Collins, Security Mutual Life, 
was named secretary to fill vacancies 
caused by resignations. 

* * * 

Chicage—Two big events are clos 
the season in the Chicago association 
One is the annual meeting June 27, at 
which President M. Albert Linton of the 
Provident Mutual will talk on “The In- 
vestment Aspect of Life Insurance—To- 
day.” The other is the final luncheon 
meeting of the general agents and man- 
agers division held June 22, at which 
five general agents and managers spoke 
on “How I Intend to Overcome the Sum- 
mer Slump.” These were, with thei: 
subjects: L. S. Broaddus, manager Aca- 
cia Mutual, “By a Prospecting Syste: 


F. H. Haviland, manager Connecticut 
General, “Manage Your Men”: FP. B 
Hobbs, agency manager Equitable of 
New York, “This Summer's Economik 


Situation”; E. S. Albritton, general agent 
Provident Mutual, “Starting the Stimula- 
tion by a Special Drive,” and A. Van 
Goldman, manager Prudential, “Building 
Agency Morale.” 

President J. R. Hastie will hold the 
final board meeting of his administration 
at the Chicago Athletic Club, June 23. 

x * x 


St. Louis—H. A. Moores, National Life 
of Vermont, has been elected president; 
A. P. Shugg, Aetna Life, first vice-presi- 
dent; A. E. Miller, Northwestern Mutual, 
second vice-president. New directors are 
F. F. Sale, Missouri State Life; H. H 
Cammack, John Hancock Mutual; D. M 
Johnson, Phoenix Mutual, and Ray Mar- 
tin, Home Life of New York. 

. K. Schoch, general agent Aetna 
Life, Detroit, spoke at the annual meet- 
ing on “What to Do With Today.” 

*x* * * 

Indianapolis—The annual meeting will 
be held Friday. Charter members of the 
association will be special guests. John 
L. Shuff, general agent Union Central, 
Cincinnati, will speak. 

x * * 

San Francisco—<At the June 26 
ing W. R. Spinney, general agent Frank- 
lin Life, will talk on “Some Organized 
Sales Plans,” and James Fitzgerald, 
Fidelity Mutual Life, on “Rresent Day 
Selling Methods Which Work for Me. 

Dr. S. S. Huebner will be in San Fran- 
cisco on Aug. 16 when it is expected a 
meeting of the San Francisco 
tion will be held. 
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Questions in C. 


L. U. Quiz 


Held Last Week Are Given 





C. L. U. examinations were held June 
15-17 at 57 colleges and universities in 
31 states, the District of Columbia and 
in Shanghai, China. More applicants 
undertook the quis this year than in the 
banner year 1932. The five parts of 
the examination are presented below. 


Part I 
Life Insurance Fundamentals 


(a) Economics of Life Insurance 
(Answer all questions) 

1. Distinguish carefully between “sav- 
ing” and “investment.” Excluding all 
consideration of investment, and confin- 
ing yourself solely to “saving,” present 
four distinct services of life insurance. 

2. During the present depression it 


‘ 


has been common to hear platform 
speakers emphasize the view that “the 
fundamental purpose of life insurance 


ifter all is ‘death protection’ and it is 
more and more essential for the life 
insurance business to get back to that 
view.” Do you agree? Discuss and give 
your reasons. 

3. Many comparatively small business 
concerns are anxious to be financed with 
bond issues of considerable duration, and 
are served in this respect by private 
banking or investment houses: 

(a) Explain why life insurance is 
serviceable in the better flotation of such 
bond issues. 

(b) Describe briefly two plans of us- 
ing life insurance in this particular re- 
spect. 

* * * 

4. “A,” age 35, inherited an estate of 
$100,000, consisting of stocks and bonds, 
yielding $5,000 annually. He also holds 
a salaried position giving him $3,000 a 
year. Although able to pay for a con- 
siderable amount of life insurance, he is 
pposed to taking the same, and argues 
1) that his family, consisting of a wife 
and two daughters, would be well taken 
are of in any case by the income de- 

ved from the investment estate, and 

2) that his death would not mean any 
real loss in that his personal earning 
apacity of $3,000 merely represents the 
amount now currently expended for his 
wn personal self maintenance. Show 
this man the error of his reasoning, pre- 
senting three specific reasons for life 
nsurance, all of which constitute good 





economics in the field of life insurance. 


In your explanation present the pro- 
gram which you would submit to this 
man. 


insurance as an 
following stand- 


5. Discuss fully life 
investment from the 
points: 

(a) Return on the investment as com- 
pared with other gilt-edged investments. 

(b) Full title to a part realized, in the 
event of a desire to discontinue the in- 
stallment investment arrangement. 

(c) Marketability. 

(ad) The possibility of speculative gain. 


(b>) PRINCIPLES AND PRACTICES 
(Answer all questions) 


1, (a) Define the insurance company’s 
exact liability under a refund annuity. 


(b) Enumerate (explaining each 
briefly) the advantages of the refund 
annuity as contrasted with other types 


of annuities. 

(c) What groups of the population do 
you believe should be appealed to for 
this particular type of annuity, and why? 

2. (a) During the present depression 
there has been considerable agitation in 
favor of lengthening the period, under 
the terms of the _ so-called “suicide 
clause,” within which the beneficiary 
may not collect if the insured commit 
suicide. What are the conditions of the 
“suicide clause” as customarily used in 
life insurance policies? Enumerate (with 
sufficient explanation to make your 
meaning clear) the reasons which should 
be advanced against the proposed length- 
ening of the period. 

(b) Where the insurance is partici- 
pating, what reasons would you advance 
to the policyholder in favor of leaving 
all of his dividends with the insurance 
company? - 

x * * 

3. The demand for cash surrender 
values and policy loans has been extra- 
ordinarily large during the present de- 
pression, and many argue that the 
recent moratorium, with respect to pol- 
icyholders’ claims for their cash and 
loan values, is justified because of (1) 
the scientific procedure, and (2) the fun- 
damental investment principles upon 
which legal reserve life insurance is in- 
herently based. Discuss this contention 
with special reference to each of the 
aforementioned two factors. 

4. Contrast the limited installment 
option of paying the proceeds of a life 





insurance policy with the certain and 
continuous installment option. With re- 
spect to each of these two plans enu- 
merate the various circumstances which 
justify use of the same. 


Difference Between Pure 
Endowment, Savings Account 


5. (a) Distinguish fully 
“pure endowment” and a 
count for an equal period. 

(b) From the following data show 
how you could calculate the annual level 
premium on a $1,000 limited payment 
ten-year endowment insurance policy, 
issued at age 30, and paid for with five 
annual level premiums. 

(In view of the limited time available, 
it is not desired that you make your 
multiplications, additions, and divisions. 
Merely indicate all answers by letters, 
beginning with “A” and then follow con- 


between a 
savings ac- 


tinuously with yy x” In 
your explanation show the method of 
computation for only the first two 


years and the last two years. The prob- 
lem aims to ascertain the correctness of 
procedure and not actual results.) 
Section of Amer- 


ican Experience 
Table of Mortal- 
ity 
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< E®e ¢«£ Present Values of $1 at 

Beg st 3 Percent Due as 

428s ZS Follows: 
29 86,160 719 Endofl year... .970874 
30 85,441 720 End of 2 years.. .942596 
31 84,721 721 Endof3 years... .915142 
32 84,000 723 End of 4years.. .888487 
33 83,277 726 Endof5 years.. .862609 
34 82,551 729 End of 6 years... .837484 
35 81,822 732 Endof7 years.. .813092 
36 81,090 737 End of 8 years... .789409 
37 80,353 742 End of 9% years.. .766417 
38 79,611 749 Endof10 years. .744094 
39 78,862 756 End ofi1l years. .722421 
40 78,106 765 Wndofi2 years. .701380 
41 77,341 774 Bnd of 13 years. .680951 


Part II 


Life Insurance Salesmanship 


questtons; to be .completed within 
four hours) 

Outline briefly the factors 

regard as essential to the 


successful life insurance 


(Answer all 


Re (a) 
which you 
training of a 
underwriter. 

(b) Discuss briefly the sales advan- 
tage which has accrued or will accrue 
to you in consequence of your prepara- 
tion for this examination. 

2. (a) Cold canvass has been charac- 





terized as an excellent method of de- 
veloping prospects. Discuss, 

(ob) What specific information would 
you desire in order to consider an indi- 


vidual a prospect for life insurance? 


Discuss. 

3. (a) What is meant by the “ap- 
proach” in a life insurance sales inter- 
view? 


(b) Give five illustrative 
to open the interview. 

4. A life insurance accom- 
plished by securing the prospect's atten- 
tion, interest, desire and action. 

What is meant by each of these ex- 
pressions? 


approaches 


sale is 


* * * 


5. (a) What is a memorized sales talk? 

(b) Under what circumstances can it 
be used successfully? 

(c) What specific advantages or dis- 
advantages does a memorized sales talk 
present to the salesman? 

6. Alex Brown is 35 years of age, sin- 
gle and without dependents. Prepare a 
brief outline of the sales talk you would 
use in interviewing him in presenting 
a long term endowment policy. 


7. Objections to the interview are 
helpful to the sales in many cases. 
Distinguish fully between (a) objec- 


tions and excuses, (b) 
which should terminate the interview, 
and honest objections which, if sym- 
pathetically handled, may aid the under- 
writer in successfully concluding the in- 
terview. 

8.» (a) Outline briefly the tactics pur- 
sued by the underwriter in bringing an 
interview to a “close.” 

(b) Enumerate and discuss briefly five 
illustrative or suggestive ideas to use 
in the close. 


honest objections 


Various Functions in Life 
Insurance Trusts Considered 


9. As a life insurance underwriter, 
what do you consider to be the proper 
functions of the life underwriters, the 
trust officer of a trust company, and the 
insured’s attorney in the arrangement 
of a life insurance trust? Discuss each 
fully. 

10. Define and explain briefly the fol- 
lowing terms in relation to their im- 
portance in the selling process: 

(a) Motivation, (b) the endless chain 
method of prospecting, (c) temperament, 
(d) personality and character, (e) visual 
appeals, (f) getting attention, (gz) imag- 
ination, (h) fear, (i) mannerisms, (j) 
ambition. 

(Other questions in the examination 
will be presented in next week's issue.) 


The annual picnic of the effice em- 


ployes of the Minnesota Mutual Life was 
held this week. 
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Questions in Examination on 
Agency Management AreGiven 





The American College of Life Un- 
derwriters for the first time conducted 
in June examinations in life agency 
management. There were two sections, 
business administration and sales ad- 
ministration. Thirty-four C. L. U. de- 
gree holders took either one or both 
of the sections, these being the only 
ones eligible. The questions are pre- 
sented below. 

Part A 
Business Administration 
(a) BUSINESS ORGANIZATION 
(Answer any 3 questions) 

1. (a) What do you understand by a 
“line and staff’ organization? (b) Dis- 
cuss its merits. (c) Prepare an organi- 
zation chart for a life insurance agency 
indicating all of the essential activities 
relating to the office and field. 

2. How would you, as general agent 
or manager, determine when and to what 
extent expansion of your agency plant 
and organization should be undertaken? 

3. What, in your opinion, are all of 
the responsibilities of an agency mana- 
ger in regard to: (a) The field force, 
(b) the office force. 

4. The officials of a recently organized 
life insurance company are interested in 
determining whether to use the general 
agency or managerial system for its field 
activities. Discuss the advantages and 
disadvantages of each plan, with refer- 
ence to such a company. 


(b>) FINANCIAL MANAGEMENT AND 
INTERPRETATION OF ACCOUNTS 
(Answer 1-2 and any 2 other questions) 

1-2. An agency had in 1932 an annual 
expense (including commissions) of $21,- 
600, of which 70 percent is for new busi- 
ness and 30 percent for renewal expénse. 
For the same year this agency had a 
renewal premium income of $540,000 from 
$18,000,000 of old business, represented 
by 6,000 old policies upon which 12,000 
renewal collections were made. The 
agency paid for 1,200 new policies, rep- 
resenting $3,000,000 of insurance and 
$72,000 in premiums. Determine the fol- 
lowing: 

Regarding Old Business 


(a) Average old policy. 

(b) Average old premium per $1,000. 

(c) Average old premium per collec- 
tion. 

(d) Collection frequency. 

(e) The ratio of renewal expenses to 


renewal premiums. 

(f) Is the renewal expense ratio as 
ascertained above determined principally 
by the cashier or by the agent? Why? 


Regarding New Business 


Average new policy. 
Average new premium per $1,000. 
(c) First year cost per $1,000. 
(ad) Assuming the following propor- 
tions as to mode of premium payment: 
Annual, 28 percent. 
Semi-arnnual, 16 percent. 
Quarterly, 54 percent. 
Monthly, 2 percent. 


(a) 
(b) 





What will the collection frequency of 
this business be? 


(e) Assuming that the cost per re- 
newal collection will be 60 cents and 
that there is no change in the other 


factors, what will be the future ratio of 
renewal expenses to renewal premiums 
on this new business? 


* * x 


3. How would you determine the cost 
or profit status of an individual agent? 

4. In your judgment, what are the 
essential elements which make a prac- 
tical and fair managerial (either general 
agent or salaried manager) contract, 
particularly as regards compensation 
and persistency of business? 

5. Suggest several possible plans for 
compensating a supervisor in a general 
agency, and indicate the specific advan- 
tages and disadvantages of each plan 
with reference to (a) the extent of the 
general agent's investment, (b) the pos- 
sible reaction of underwriters, (c) the 
incentive which it offers to men of the 
right caliber, and (d) the amount of new 
business which must be produced in 
order to meet the additional expense. 


(ce) BUSINESS STATISTICS 
(Answer 1-2 and either of the other questions) 

1-2. (a) What are some of the pur- 
poses of business statistics? 

(b) What statistics or records do you 
consider essential to the successful man- 
agement of a life insurance agency? 

(c) What statistics or records do you 
consider essential for each underwriter 
in your agency to maintain for himself? 

3. (a) What are some of the advan- 
tages and disadvantages of production 
quotas for life insurance agents? 

(b) As a manager, how would you set 
up quotas for your men? 

4. Suggest and illustrate three graphic 
methods of presenting currently the pro- 
gress of various men in your agency, 
with particular reference to the value of 
such methods in stimulating healthy 
competition among various producers. 


Part B 
Sales Administration 


(Answer 7-8 and any 8 other questions) 

1. “Sound recruiting must be planned 
recruiting.” Explain this statement and 
outline the essentials of a sound recruit- 
ing program. 


2. A certain agency manager recently 


said: “Under present conditions I 
wouldn’t even suggest life insurance 
selling to any man who is earning as 


much as $250 a month and has reason- 
able prospects of keeping his job.” 

(a) Discuss the soundness of 
point of view. 

(b) What is the relation of previous 
income to probable success or failure in 
the business? 

(c) Outline the points which you think 
are particularly strong in presenting the 
life insurance business today to desirable 
prospective agents. 

3. Outline a training course for new 
agents covering a two-week period of 
six full morning meetings per week, with 
afternoons reserved for field work. 

4. (a) With a commission plan which 
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compensates agents according to their 
production, why is it necessary to super- 
vise, stimulate, motivate agents? 

(b) List and evaluate four kinds or 
types of sales stimulation. 


* * * 


5. Present the arguments for and 
against the use of organized sales talks, 
(a) with new agents, and (b) with estab- 
lished agents. 

6. (a) In your opinion, what are the 
advantages and disadvantages of con- 
ducting contests for stimulating produc- 
tion? 

(b) Plan a policyholders’ service con- 
test which you think will be useful in 
an urban agency of 20 men for the month 
of June. 

7-8. Supervision. 

(a) What is supervision? Discuss 
fully the meaning of (1) personal super- 
vision, (2) mechanical supervision. Give 
two examples under each subdivision. 

(b) How would you obtain a super- 
visor? What (1) personal and (2) busi- 
ness qualifications do you consider abso- 
lutely essential in a supervisor? 

(c) Outline in detail the duties of a 
supervisor, including the nature and fre- 
quency of reports which will be required 
of him. 

x * * 


9. Time control. 

(a) What do you understand by “time 
control’? 

(b) In your opinion, what relationship 
does it bear to the success of the agent? 

(c) The “X” agency consists of 20 full- 
time men. Outline a “time control” plan 
and describe its operation. 

(d) Outline your method of selling 
“time control” to old experienced agents. 

10. One of your agents, in a city of 
20,000 inhabitants, located a considerable 
distance from your office, has been with 
you for three years. His production has 
been gradually falling off for the past 
18 months. He has become very much 
discouraged and in his last letter inti- 
mates that he is thinking of leaving the 
insurance business. You are convinced 
that his best interests lie in continuation 
of his work with you. Write a letter 
to this agent for the purpose of improv- 
ing his morale. 

11. Hall, in his “Handbook of Business 
Correspondence,” lists four simple tests 
for a sales letter. These tests are: 

(1) Does it begin interestingly? 

(2) Is it natural, clear and direct? 

(3) Is it believable—convincing? 

(4) Will it make the reader act or re- 
member? 

(a) Write a letter to a prospect de- 
signed to secure an opportunity for one 
of your agents to present a retirement 
income plan. 

(b) Analyze this letter to show how it 
conforms to the above tests. 





Union National 
Now Taken Over 


(CONTINUED FROM PAGE 3) 


basis of the policyholder’s attained age 
at such date and shall give him credit 
for his proportionate share of the liqui- 
dated assets of the Union National and 
for any other credits under his term 
policy in the form of a reduced pre- 
mium. Should the policyholder not take 
such a policy, a paid up policy will be 
issued to him. A paid up policy will 
be issued to him for such an amount 
as his share of such liquidated assets 
increased by the amount of any credit 
will purchase on the basis of the Amer- 
ican experience 3% percent net single 
premium. 


Paid-Up Policies 


If policyholders do not now take the 
term insurance and elect to have their 
claims against the assets of the Union 
National applied in the purchase of per- 
manent insurance or should term insur- 
ance be purchased now but be dropped, 
the Lincoln National agrees, at the time 
provided for issuing permanent insur- 
ance to the persisting holders of term 
policies, to issue paid up policies which 
will be based upon the attained age of 
the assured at such time and upon their 
proportionate share in the liquidated as- 
sets. If the policyholder dies while term 
insurance is not in force upon his life 
after May 9, the Lincoln National will 
pay the amount of liquidated assets ap- 


portioned to his policy when received 
by it. 

The Lincoln National will offer to 
holders of master contracts under group 
insurance to insure the group on a basis 
which is regarded as sound. If the offer 
is declined, the Lincoln National has 
no further responsibility. 

The net equity of each policy shall 
constitute the basis on which the pro- 
portion of the liquidated assets of the 
company will be determined. 


Applying Future Credits 


Should the mortality on the term pol- 
icies issued by the Lincoln National ex. 
ceed in any year the tabular mortality 
provided for in the policies, the Lincoln 
National shall have the right to apply 
any past or future credit derived from 
mortality or interest profits to meet the 
excess mortality. 

The Ohio insurance department agrees 
to liquidate all the assets of the Union 
National and to transfer to the Lincoln 
National the net proceeds thereof when 
the liquidation has been completed. If 
the assets have not been completely 
liquidated at the end of the five year 
term, they shall be transferred to the 
Lincoln National in their non-liquid 
condition on the basis of the mutually 
agreed upon valuation. 

In the event an assured elects not to 
accept insurance, the amount of pre- 
mium paid since May 9 will be remitted 
to him in cash. 

The Union National at the end of last 
year had about $23,000,000 insurance in 
force. The Union National was for- 
merly known as the Gem City Life with 
home offices in Dayton, Ohio. Its name 
was changed when the executive office 
was taken to West Virginia largely at 
the instance of then Commissioner Law- 
son of West Virginia. 


Business Needs 
Insurance Boom 
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insurance 


depend upon 


financed and 
companies. ; 
The questions that occur to insurance 
executives, in planning whether to go 
forward or to play safe, are whether the 
security market can be stabilized with 
the tremendous appropriations that have 
been made and the new and additional 
bonds issued to meet these appropria- 
tions: whether taxes can be increased to 
a sufficient amount to meet these bond 
obligations; whether the day is not 
passed when the government can re 
ceive more money from taxes. : 
Although the tax rate may be in- 
creased, recent steps in this direction 
have proved that the revenue actually 
received is less than when the rates 
were lower, he said. Because of the 
tax, those with funds are likely to in 
vest in tax exempt bonds than take the 
risk of business investment. Each year 
the ranks of the taxpayers is decreas- 
ing, Mr. Williams declared, individual 
payments becoming smaller while the 
army of tax exempt bondholders 1s 1n- 
creasing. Business, he said, should be 
relieved of taxation so that money ca” 
be coaxed back into business. 
Business must take into considera- 
tion the changing of elementary, prin 
ciples of trade, such as the changing ot 
the rule of let the buyer beware to let 
the seller beware; the attempted regula- 
tion of wages, prices of raw materials 
and profits; the new industrial recovery 
act and its relation to competition an¢€ 
the public; the effect on business and of 
the public of the methods and practice 
of the R. F. C.; whether taking the gov 
ernment as a partner will not have ' 
disadvantages as well as advantages. 


—— 


Sillcocks Is Director 
law 


Henry Sillcocks, member of the | 
firm of Tanner, Sillcocks & Friend, New 
York, has been elected a director 0! the 
Home Life of New York. 































